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. : 4-6 Northwest Electric Light & Power Association Ac- 
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1- 2 PEA Transmission and Distribution Committee, Po- 22-25 Michigan Electric Association Annual Convention, 
cono Manor Inn, Pocono Manor, Pa. Grand Hotel, Mackinac Island, Mich. 

r EEI Commercial Executive Committee, Hotel Roose- 
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8- 9 EEI Transmission and Distribution Committee, Pittsburgh, Pa. 
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Radisson Hotel, Minneapolis, Minn. Springs, W. Va. 
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Fresno, Calif. Corpus Christi, Texas 
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Seaview Country Club, Absecon, N. J OCTOBER 

14-16 Pacific Coast Electrical Association Annual Con- 1- 8 Indiana Electric Association Annual Convention, 
vention, Hotel del Coronado, Coronado, Calit. French Lick-Sheraton Hotel, French Lick, Ind. 

15-16 EEI Industrial Relations Committee, Shreveport, La. 1- 3 PIP Workshop Conference, Radisson Hotel, Minne- 

15-16 PEA Relay Committee, Hotel Cleveland, Cleveland, open, Hane. 

Ohio 6- 8 EEI Prime Movers Committes, Hotel Statler-Hilton, 
ra Buffalo, N. Y. 

19-21 Northwest Electric Light & Power Association Busi- 9-10 EEI Transmission & Distribution Committee, Hotel 
ness Development Section, Advertising & Public New Yorker, New York City F 
Relations Committee and Rate Research Commit- a ‘ 
tee, Rainbow Hotel, Great Falls, Mont. 13-14 EEI Electrical System and Equipment Committee, 

ne es me 3 Hotel Barringer, Charlotte, N. C 

2-23 Southeastern ectric Exchange Accident Preven- zi 
tion Committee, Hotel Barringer, Charlotte, N.C. aes ba ree yy My Convention, Schroeder recy 

23 EEI Accounting Division Orientation Meeting, Head- Milwaukee, Wis. 
quarters, New York City 16-17 PEA _Prime Movers Committee, Skytop Lodge, 

25-27 Wisconsin Utilities Association Accounting Section White Haven, Pa. 

Convention, Lake Lawn Lodge, Delavan, Wis. 20-21 Southeastern Electric Exchange Engineering & Op- 

29-30 Southeastern Electric Exchange Industrial Power eration Section, Hotel Roanoke, Roanoke, Va. 
Sales Conference, Edgewater Gulf Hotel, Gulfport, 30-31 Southeastern Electric Exchange Accounting Confer- 
Miss. ence, Roosevelt Hotel, New Orleans, La. 
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26th EEI Convention Program Forecasts 
a Bright but Challenging New Era 


gram with the theme, “POWER 

Is Our Business,” in which the 
industry will firmly reassert that it is 
ready, willing and able to assume the 
obligation of supplying all the power 
requirements of the nation, has been 
prepared for the Institute’s 26th An- 
nual Convention in Boston, June 9-11. 

While not neglecting the historic 
achievements of the industry, the dis- 
tinguished speakers selected by the 
EEI Convention Program Committee 
generally will look ahead and express 
their views on the vast opportunities 
which are on the horizon for the in- 
vestor-owned electric industry. Many 
of the guest speakers have been chosen 
from fields outside the power indus- 
try—those fields in which the electric 
utility companies have a direct inter- 
est and which have an important sig- 
nificance to the overall industry. 

The Program Committee, under the 
Chairmanship of P. H. Powers, Presi- 
dent, West Penn Power Co., has asked 
each speaker to state his principles 
clearly, offer solutions to current and 


\ VIGOROUS and effective pro- 


‘anticipated problems, and challenge 


the industry to do what it should to 
bring about these solutions—forth- 
rightly and without platitudes and 
reservations. 


Continued Growth Foreseen 


“For more than three-quarters of 
a century,” Mr. Powers said, “our in- 
dustry has progressed, developed and 
achieved results unmatched in the an- 
nals of American industry. Our 
growth, scientific development, and 





J. W. MCAFEE 
President, 
Edison Electric Institute 


technical know-how have grown apace. 
Looking ahead to our 80th, 90th— 
and even 100th—anniversary we see 
nothing but continued growth, larded 
with technical developments and new 
challenges.” 

From the opening address of EEI 
President, J. W. McAfee, to the clos- 
ing speech of Admiral Ben Moreell, 
the speakers will present the chal- 
lenges, the opportunities, and, above 
all, the obligations of the industry in 
the next several years. Nationally 
recognized authorities in many inter- 
ested fields will join with leaders of 
electric utility companies to analyze 
the relations and obligations of the 
companies to their customers, em- 
ployees and stockholders, with empha- 
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sis on the steps we must take to best 
fulfill these obligations. 

Speaking of the convention, Mr. 
McAfee said: “We are on the thresh- 
old of a wonderful new era. The next 
two decades seem certain to be the 
most promising yet most crucial pe- 
riod in our history. The challenges, 
the opportunities and the obligations 
in this era will be the theme of the 
program for the 26th Annual Con- 
vention of the Institute. 

“The Convention, most appropri- 
ately, will be held in a location where 
vision, fortitude and deeds of its peo- 
ple were germinal to the birth and 
development of our country. Never 
have we needed these qualities of 
spirit and action, together with unity 
of purpose, more than we do now. 
Without them we cannot fulfill all our 
obligations and meet the attendant 
challenges.” 

In addition to the formal program, 
the Convention will present an oppor- 
tunity for electric utility company ex- 
ecutives to meet for informal discus- 
sion and perhaps to attain solutions 
of mutual problems. 


Speakers Listed 
Speakers at the First General Ses- 
sion will include J. W. McAfee, Presi- 
dent, Edison Electric Institute, and 
President, Union Electric Co.; Ralph 
J. Cordiner, Chairman, General Elec- 
tric Co.; and Elmer L. Lindseth, Pres- 
ident, The Cleveland Electric Illumi- 
nating Co., and Chairman, EEI Com- 

mittee on Atomic Power. 
Second General Session speakers 
are: Lloyd D. Brace, President, The 
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RALPH J. CORDINER 
Chairman of Board, 
General Electric Co. 


First National Bank of Boston; Alan 
S. Boyd, Chairman, Florida Railroad 
and Public Utilities Commission, and 
the Hon. Styles Bridges, senior U. S. 
Senator from the State of New Hamp- 
shire. 

. Third General Session speakers are: 

C. A. Tatum, Jr., President and Gen- 
eral Manager, Dallas Power & Light 
Co.; Dr. Sara Jordan, Member of 
the Gastroenterology Department. 
Lahey Clinic, Boston, and S. L. 
Drumm, Executive Vice President, 
West Penn Power Co. 

Fourth General Session will have 
Sherman R. Knapp, President, The 
Connecticut Light & Power Co., and 
Robert R. Gros, Vice President, Pa- 
cific Gas and Electric Co., as speakers. 


Fifth General Session speakers are: 
Enrique M. Gonzalez, Chairman of 
the Board and President, Camara Na- 
cional de Electricidad, the association 
of the private electric companies of 
Mexico; Chas. E. Oakes, Chairman of 
the Board, Pennsylvania Power & 
Light Co., and Admiral Ben Moreell, 
Chairman of the Board, Jones & 
Laughlin Steel Corp. 


All five of the General Sessions are 
to be held in John Hancock Hall, lo- 
cated at 180 Berkeley St., just a few 
blocks southwest of Public. Garden. 
Mr. McAfee will preside at the open- 
ing General Session on Monday after- 
noon at 2:30, as well as at the fourth 
General Session, Wednesday morning 
at 9:30, and at the final General Ses- 
sion, Wednesday afternoon at 2:30. 
J. E. Corette, Vice President of the 
Institute and President, Montana 
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Power Co., will preside at the second 
General Session, Tuesday morning at 
9:30, and the third General Session, 
Tuesday afternoon at 2:30. 


First General Session 

Invocation will be delivered at three 
of the General Sessions of the Con- 
vention by prominent members of dif- 
ferent faiths of the Boston clergy. The 
Hon. John B. Hynes, Mayor of Boston, 
will greet the representatives, and T. 
G. Dignan, President, Boston Edison 
Co., will welcome them to the city. 

In his opening address, titled “1958- 
1979 — Obligations and Challenges,” 
Mr. McAfee will sound the keynote of 
the Convention. 

As in the past, Mr. McAfee avers, 
the investor-owned electric industry 
stands ready, willing and able to sup- 
ply all power requirements of the 
United States under any circum- 
stances. By 1979—the 100th anni- 
versary of the invention of the first 
practical incandescent electric light by 
Edison—the electric industry’s dimen- 
sions, services and contributions to 
the life of the nation will dwarf all 
its previous achievements. To assure 
the successful meeting of our respon- 
sibilities and the realization of our 
potentialities, Mr. McAfee feels we 
must work in a good climate of public 
understanding. 

Ralph J. Cordiner, also looking to 
the future, will discuss “The Shape 
of Things to Come.” The board chair- 
man of General Electric Co. is ex- 
pected to take an adventuresome look 
into the 1980’s and offer a realistic 





Lioyp D. BRACE 
President, 
First National Bank of Boston 
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ELMER L. LINDSETH 
President, The Cleveland 
Electric Illuminating Co. 


appraisal of some of the startling 
technical and business opportunities 
opening up to the electrical industry. 
Mr. Cordiner feels that the most dif- 
ficult challenge is not the technical! 
hurdle, but the achievement of politi- 
cal and economic conditions under 
which the electrical industry can ful- 
fill its exciting opportunities. The 
shape of things to come, he believes, 
is being determined ‘now, in the labo- 
ratories, in the marketplace, in the 
legislative halls, and in the hearts and 
minds of men. 

“Atomic Power: Today’s Challenge 
—and Opportunity,” by Elmer L. 
Lindseth, will conclude the First Gen- 
eral Session. Mr. Lindseth feels that 
the industry’s program of atomic 
power research development is vastly 
broader than is generally understood; 
yet broad as it is, the near and long- 
term future presents both challenge 
and opportunity. He believes that how 
to meet this challenge and capitalize 
on this opportunity are matters of 
vital importance to every executive in 
the industry, and that never before 
in the history of the industry has a 
technological development had such a 
social, economic and political impact 
on our business. 


Second General Session 

The Second General Session, on 
Tuesday morning, will be opened with 
an address by Lloyd D. Brace. The 
title is “Capital Requirements in an 
Era of Inflation.” Mr. Brace asks 
these questions: What are the capital 
requirements of both the electrical in- 
dustry and the national economy in 
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About the Speakers: 


J. W. McAfee is President of Edison Electric Institute 
and President of Union Electric Co. in St. Louis. Mr. 
McAfee was graduated from the University of Missouri 
Law School in 1926 and that same year was admitted 
to the Missouri Bar and became a member of a St. Louis 
law firm. After serving as a special tax counsel for 
St. Louis, he was elected Judge of the Circuit Court in 
St. Louis in 1934 and served until 1937, when he resigned 
to re-enter private law practive. In 1941, at the age of 
39, Mr. McAfee became the president of Union Electric. 
From 1951 until 1955, when it was dissolved, Mr. Mc- 
Afee also was president of the North American Co. of 
New York, the company which for many years owned the 
common stock of Union Electric. Under Mr. McAfee’s 
direction, Union Electric in 1948 won the Charles A. 
Coffin Award. He was chairman of the EEI General 
Division Executive Committee in 1956 and 1957. Mr. 
McAfee is active in the civic, business and cultural 
activities of St. Louis. 


Ralph J. Cordiner is the Chairman of the Board of 
General Electric Co. To help finance his education 
at Whitman College in Walla Walla, Wash., he sold 
washing machines and other appliances for Pacific Power 
and Light Co. Upon graduation from Whitman in 1922, 
he joined that company, and the next year joined a Gen- 
eral Electric affiliate. In 1932, he became manager of the 
GE heating device division in Bridgeport, Conn. He 
served as vice chairman of the War Production Board in 
1942 and returned to GE in 1943. He was elected execu- 
tive vice president in 1949, and when Charles E. Wilson, 
president, retired in the following year, Mr. Cordiner 
was elected president. Since then he has invested nearly 
$1 billion in expansion and modernization of GE facto- 
ries, laboratories and equipment. He also established a 
new organizational structure based on the concept of 
“decentralization”—under which some 100 department 
managers are individually responsible for a particular 
segment of company business. 


Elmer L. Lindseth has been President and a director 
of The Cleveland Electric Illuminating Co. since 1945. He 
is Chairman of the EEI Committee on Atomic Power, 
and was President of EEI in 1949-50. Joining the Illumi- 
nating Co. in 1923, he worked his way up rapidly, becom- 
ing the youngest chief executive in its history at the 
time he was selected for the position. Long active in 
EEI activities, he is a member of the EEI Board of 
Directors and a member of its Executive Committee. Mr. 
Lindseth also is a board member of the B. F. Goodrich 
Co., the Equitable Life Assurance Society of the United 
States and the National City Bank of Cleveland. He is 
a past president of the City of Cleveland Chamber of 
Commerce. 


Lloyd D. Brace is President of The First National 
Bank of Boston. He has been associated with this bank 
since 1925 and has been president since 1947. He was 
elected a director in 1942. A graduate of Dartmouth 
College, Mr. Brace is a director of American Telephone 
& Telegraph Co., The Gillette Co., John Hancock Mutual 
Life Insurance Co., The Pullman Co., Stone & Webster, 
Inc. and a director and member of the executive com- 


mittee of United Shoe Machinery Corp. and U. S. Smelt- 
ing, Refining & Mining Co. He is a life trustee and 
member of the executive committee and investment com- 
mittee of Dartmouth, and a life member of the Massa- 
chusetts Institute of Technology. Mr. Brace is a member 
of many cultural, educational, fraternal and business 
organizations. 


Alan S. Boyd is Chairman of the Florida Railroad and 
Public Utilities Commission. Mr. Boyd served as a 
USAF pilot in World War II and in the Korean conflict. 
He received his law degree from the University of Vir- 
ginia after World War II and practiced law in Miami. 
In 1955 he was appointed general counsel for the Florida 
State Turnpike Authority and that same year was ap- 
pointed a member of the Florida Railroad and Public 
Utilities Commission to fill a vacancy. In 1956 he was 
elected to the same office for a four-year term which 
will expire in 1961. 


Senator Styles Bridges, Republican from New Hamp- 
shire, has been for many years a strong defender of 
free enterprise. His record in the Congress has proved 
him to be strongly opposed to government encroachment 
in the electric utility industry, as well as all industries 
which would be served best under private operation. 
Senator Bridges was Governor of New Hampshire from 
1935 to 1937 and has been a member of the U. S. Senate 
since 1937. He was instructor at Sanderson Academy, 
Ashfield, Mass. in 1918 and subsequently served as a 
county agricultural agent, and state extension specialist. 
He later became a member of the New Hampshire Pub- 
lic Service Commission. He was Republican leader in 
the U. S. Senate in 1952 and chairman of the Republican 
Policy Committee in 1955-56. He was educated at Dart- 
mouth, Villanova and several other colleges and univer- 
sities. 


C. A. Tatum, Jr., has been President and General Man- 
ager of Dallas Power & Light Co. since 1953. He 
joined that company in 1928 after he was graduated 
from Southern Methodist University with a degree in 
physics. Mr. Tatum is a vice president and director of 
Texas Utility Co. and a director of the Texas Atomic 
Energy Research Foundation. His other affiliations in- 
clude vice president of the State Fair of Texas; director 
of the Dallas Children’s Medical Center, Dallas Citizens 
Council and Texas Law Enforcement Foundation; trustee 
of Texas Research Foundation; member of the Dallas 
Sales Executive Club and 1955 winner of the Distin- 
guished Salesman’s Award. He is active in numerous 
religious, charitable, fraternal, business, and medical 
organizations. 


Dr. Sara Jordan is a member of the gastroenterology 
staff of Lahey Clinic in Boston and is on the staff of two 
other hospitals. She was educated at Radcliffe, the Uni- 
versity of Munich and Tufts College Medical School, 
where she received her M.D. A member of the board of 
the New England Baptist Hospital, Dr. Jordan is a mem- 
ber and past president of the American Gastroentero- 
logical Association, and a member of the American Medi- 
cal Association; Massachusetts Medical Society; and the 
American Therapeutic Society. Dr. Jordan in 1951 was 
awarded the Elizabeth Blackwell Citation for achieve- 
ment in medicine, and in 1952 received the Julius Fried- 
enwald Medal for outstanding achievement in gastro- 
enterology. 
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I 
CONVENTION TIMETABLE 
Sunday, June 8th Sheraton Plaza Hotel Wednesday. June 11th 
1:00 P.M. to 6:00 P.M.—Regis- Tuesday, June 10th 8:30 A.M. to 3:00 P.M.—Regis- 
tration in lobbies of Sheraton 8:30 A.M. to 5:00 P.M.—Regis- tration at John Hancock Hall 
Plaza and Statler Hotels ; ‘ , 9:30 A.M.—Fourth General Ses- 
tration at John Hancock Hall slam datas Senta See 
Monday, June 9th : 9:30 A.M.—Second General Ses- +0 Main. Ladied tmndinaii end 
8:30 A.M. to 12 Noon—Regis- sion, John Hancock Hall . ° 
tration in lobbies of Sheraton 5.89 py Third General S Fashion Show ; entertainment, 
Plaza and Statler Hotels ae Ens ee CRETE: OCS- Ballroom, Somerset Hotel 
1:30 P.M. to 5:00 P.M.—Regis- sion, John Hancock Hall 2:30 P.M—Fifth General Ses- 
tration at John Hancock Hall 2:45 P.M.—Reception and tea sion, John Hancock Hall j 
2:30 P.M.—First General Ses- for the ladies; honor guest, 8:30 P.M. — Special entertain- 
sion, John Hancock Hall Dr. Sara Jordon, Dorothy ment arranged through the 
5:00 P.M. to 7:00 P.M.—Presi- Quincy Room, John Hancock courtesy of Westinghouse 
dent’s Reception, Ballroom, Hall Electric Corp., Symphony Hall 
/ the 
pro 
‘ anc 
i E ti Vice President and a the University of Kansas in 1929. He worked for a 
Pe a at: Poon Suna te. A 1922 graduate of short period for Westinghouse and then joined the elec- cou 
the U. S. Naval Academy, Mr. Drumm started in the tric utility industry 27 years ago. He is the former mer 
electric utility business 35 years ago with Phoenix Util- Director General of Electricity for the Republic of ‘ 
ity Co. of Arizona. He later joined New Orleans Public Mexico and was Undersecretary of Communications and F 
Service Inc., where he advanced to vice president. He Public Works. In his early training period, he was with re 
cinta ait: tak company until he joined West Penn the Electric Bond and Share Co. in New York and with @ try 
in 1954. That same year he was chairman of the then the Texas Power & Light Co. in Dallas. He has been spe 
General Committee of the EEI Commercial Division, active in many fields of the electric utility business in 
which since has been redesignated the Commercial Divi- Mexico, including the writing of that country’s National Boy 
sion Executive Committee. He also was chairman of the Electrical Code. In 1954 Mr. Gonzales received a citation ulat 
electric utilities’ Sales Executives’ Conference, the Bet- from the University of Kansas for distinguished ser- com 
ter Light Better Sight Bureau and the Electrical Asso- vices. i 
iati f New Orleans. 
ee a ae song E. Sues J Cheiemen of the Board of Pennsyl- not 
. : d a director of The vania Power & Light Co. President of EEI in 1947-48, 
Connecticut Light *e p esaeay He joined the “utility Mr, Oakes is a member of the EEI Board of Directors ~ 
in 1928, immediately after his graduation from Cornell and its Executive Committee. He joined PP&L 35 wis! 
University. Through steady promotions, he rose to ex- years ago as an engineer in the rate department. He tion 
ecutive vice president in 1949, and in 1952 was elected received his masters degree in mechanical engineer- the 
president and a director. Vice president and director of ing from Cornell in_1917. After serving as president 
the Yankee Atomic Electric Co., he serves also as chair- of the Birmingham Electric Co., Mr. Oakes returned to the 
man of the Atomic Energy Committee of the Manufac- PP&L in 1945 as president of the utility. He was named 
turers Association of Connecticut. Mr. Knapp is a direc- chairman on Dec. 1, 1957. A board member of several 
tor of several companies and is a trustee of The Con- Pennsylvania companies, he served as president of Penn- 
necticut Bank and Trust Co., Connecticut College, and sylvania Electric —— in 1946-47. He > - 
- A : il. numerous Civic groups, trade associations, and fraterna 
the Connecticut Public Expenditure Counci — ig ore organizations. Since he rejoined PP&L, the 
5 m ‘ Ae utility has engaged in an extensive expansion program. 
BF arr iy rg agg Li salighaes. oncndlng ag sy ae Between 1946 and 1956 capability has increased from 
pe \the  & Ses ; —— 448,000 kw to 1,300,000 kw. 
incentive system who believes American business should é. 
nel Rigteduae BE'StamordCriversig” Me Gees ,Admial Ben Morel, Chaeman of the Board of Dire 
joined PG&E's publicity staff in 1937. In 1943 he became On cos Ne World Wan th Be ei ere organized the 
manager of the company’s advertising and publicity maining Chairman and Chief E J ti i til 1957 
department and in 1955 was elected vice president. He ae xe I diese th - Pr id t "laa ve Chief : ve 
has delivered more than 3,000 addresses throughout the png ae ~ q ted i Washi ‘ " U ee hing 
United States. He recently spent six weeks on a fact- ‘ : oo oe ee om Waemngeon University, 
gathering tour of Soviet Russia. He received a 1957 St. Louis, in 1913 with a B.S. degree in civil engineering. 
Freedoms Foundation Award for his address, “Make From 1913 to 1917 he was employed as a designing 
Mine America,” reflecting his philosophy on Gin P hcaacpene engineer and as a resident engineer on construction 
can Way. Mr. Gros has been affiliated with numerous pro yp Poo a of ee on a eye eg 
riers ae Z ee . 4 . a » mira oreeli invested near alt a Dillion 
civic, utility, advertising and public relations organiza- dollars in replacement and madueniantion of the com- 
tions and associations. pany’s formerly unbalanced and often out-of-date plants, 
P ; . said Forbes magazine in 1955. If the $250 million steel 
Enrique M. Gonzalez is Chairman of the Board and plant now considered for erection at Houston, Texas, is 
President of Camara Nacional de Electridad, the Mexi- built, J&L, under Admiral Moreell, will have invested 
can association of private electric companies. Mr. Gon- almost a billion dollars in expansion and improvement 
zales received a degree in mechanical engineering from since the end of World War II. Tt 
P 
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ALAN S. BoyD 
Chairman, Florida Railroad and 
Public Utilities Commission 


the next several years? How can the 
problems of inflation be anticipated 
and countered? What is the best 
course for the utilities to follow in 
meeting their financing requirements? 

“A Three-Legged Stool Supports 
Free Enterprise in the Utility Indus- 
try” is the provocative title of the 
speech to be delivered by Alan S. 
Boyd. Mr. Boyd says that “state reg- 
ulatory agencies are, by their nature, 
committed to the support of free en- 
terprise in their regulation. This does 
not mean executing a blank check to 
the utility for any endeavor it may 
wish to pursue.” He feels the obliga- 
tion of the investor, as well as that of 
the consumer for the maintenance of 
the free enterprise system, must be 
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defined and that there is an urgent 
need for better communication be- 
tween utility, regulatory agency and 
the public. 

Closing the Second General Session 
will be Senator Styles Bridges. In his 
address, “The Challenges to Free En- 
terprise,” the senator will cover the 
many economic problems, both na- 
tional and international, that are 
threatening the free enterprise sys- 
tem in this country. 

The EEI Nominating Committee 
will report prior to the first speech 
of the Second General Session, and 
the new directors will be elected. 


Third General Session 

The Third General Session on Tues- 
day afternoon will open with “Better 
Selling Is a Must,” by C. A. Tatum, 
Jr. Mr. Tatum believes a pattern for 
better sales performance will empha- 
size the need for selective selling to 
load power systems economically and 
to aid in sustaining low rates. An 
analysis of our competition and how 
to meet it, and the economic returns 
that can be expected from a more vig: 
orous selling effort also are expected 
to figure importantly in Mr. Tatum’s 
address. 


Dr. Sara Jordan will discuss health 
of executives in a_ speech titled 
“Health Is Also Your Business.” Dr. 
Jordan warns that in these days when 
modern medicine has prolonged the 
life of the average human being, a 
lamentably large number of men in 
executive posts are disabled in their 
most productive years. Although no 
control experiment is possible, she 





C. A. TATUM, JR. 
President and General Manager, 
Dallas Power & Light Co. 


Dr. SARA JORDAN 
Member, Gastroenterology Dept., 
Lahey Clinic, Boston 
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HON. STYLES BRIDGES 
Senior U. S. Senator, 
State of New Hampshire 


feels a program of certain fundamen- 
tal precepts for the preservation of 
health and enjoyment of life is em- 
phatically needed for all those who 
bear heavy responsibilities. 

“Is Your Top Management ‘Tops’ ?” 
is the title of the final address of the 
Third General Session, to be delivered 
by S. L. Drumm. Mr. Drumm feels 
today’s methods are not good enough 
for tomorrow because too few of us 
are seriously studying methods im- 
provement; too few of us are using 
controls that really tell us how we are 
doing as the sine qua non for bring- 
ing about improvement. Mr. Drumm 
believes that improvement in the con- 
duct of every single phase of our com- 
pany’s activities —the increasing of 





S. L. DRUMM 
Executive Vice President, 
West Penn Power Co. 
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ENRIQUE M. GONZALEZ 
President, 
Camara Nacional de Electricidad 


our efficiency through better manage- 
ment—is at the same time one of our 
greatest needs, one of our greatest 
opportunities, and one of our greatest 
challenges. 


Fourth General Session 
The Fourth General Session will 

convene Wednesday morning. 
Sherman R. Knapp will discuss pub- 
lic understanding and support of the 
industry under the title, “Where Do 
We Go From Here—and How Do We 
Get There?” Mr. Knapp believes that, 
like the road to hell, the pathway to 
better public understanding and sup- 
port is paved with good intentions. 
He feels that individual initiative and 
cooperative action are essential to 
achievement of our goal in this field, 





SHERMAN R. KNAPP 
President, The Connecticut 
Light & Power Co. 


Cuas. E. OAKES 
Chairman of Board, 
Pennsylvania Power & Light Co. 


but there are other angles too. 

As the last speaker of the Fourth 
General Session, Robert R. Gros has 
chosen for the title of his address, 
“The Count-Down to Oblivion.” Mr. 
Gros points out that since 1950 the 
Communists have taken 44 square 
miles of land and extended domina- 
tion over 7,700 human beings every 
hour of the day and that foes of Capi- 
talism have brought about a fright- 
ening extension of government com- 
petition with business’ enterprise 
throughout the Free World. He feels 
that government encroachment in the 
United States—which has enveloped 
one-fifth of the electric industry and 
has made serious inroads into other 
elements of the business system—is 
the count-down to oblivion. He be- 
lieves this encroachment can be 
stopped, but only if American busi- 
ness gets off its own launching pad 
and fights back. 


Fifth General Session 

Enrique M. Gonzalez will open the 
Fifth General Session, Wednesday 
afternoon. He received his mechani- 
cal engineering degree from the Uni- 
versity of Kansas in 1929, worked for 
Westinghouse and a Texas electric 
utility company before he returned to 
Mexico, where he has been active for 
27 years in the investor-owned elec- 
tric utility industry of that country. 

Following Mr. Gonzalez will be 
Chas. E. Oakes. His address will be 
titled “A Broad Gauge Employee In- 
formation Program.” Mr. Oakes 
thinks we have not done our best in 
dealing with our people—the most im- 


ADMIRAL BEN MOREELL 
Chairman of Board, 
Jones & Laughlin Steel Corp. 


portant ingredient in our business. He 
feels that employees, well-grounded in 
the economics of the public utility in- 
dustry with a good background of our 
free enterprise system, are our best 
public relations representatives, and 
better customer relations employees. 

Admiral Ben Moreell, the last 
speaker of the Fifth General Session, 
will discuss “The High Cost of Re- 
demption.” Admiral Moreell says: 
“For more than a generation collec- 
tivism has been edging over our 
landscape like a gigantic ice cap. Its 
progress in various directions has 
been uneven, so some of us have been 
encouraged to think that we can es- 
cape personal disaster by obtaining 
for ourselves a politically privileged 
sanctuary.” Admiral Moreell feels 





ROBERT R. GROS 
Vice President, 
Pacific Gas and Electric Co. 
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Boston Pops Orchestra, conducted by Arthur Fiedler, inset, will entertain those attending EEI Convention in 
Boston, June 9-11. The musical program, courtesy Westinghouse Electric Corp., will be held in Symphony Hall. 


ROBERT MERRILL 
Soloist 


that it is becoming clear that none of 
us will save his own skin unless there 
is a rebirth of liberty for all. He 
thinks there can be no answer to the 
problems of any one business, or any 
one industry, or even of all of indus- 
try, until we find the solution to the 
crisis of our society—and the crisis of 
our society is, in a word, the crisis. of 
liberty. There is a way out of our 


predicament, Admiral Moreell feels, if 
we are but willing to pay the price in 
terms of moral courage and personal 
sacrifice. The admiral is of the opin- 
ion that it cannot be accomplished by 
political nostrums, but he believes 
there are specific measures that can 
and must be taken to redeem our lib- 
erty. 

A business period and installation 
of the new President will follow Ad- 
miral Moreell’s speech. 


Program of Entertainment 


Beginning at 8:30 p.m. Wednesday, 
June 11, a program of musical enter- 
tainment, through the courtesy of 


‘Westinghouse Electric Corp., will be 


presented in Symphony Hall. 

The program is to be headlined by 
the Boston Pops Orchestra, under the 
baton of Arthur Fiedler, with Robert 
Merrill, Metropolitan Opera baritone, 
and Anna Maria Alberghetti, soprano, 
as soloists. 


Social, Recreational Activities 
Other social and recreational activi- 
ties include: 
Monday Evening, President’s Re- 
cepticn, from 5 p.m. to 7 p.m. in the 


ANNA MARIA ALBERGHETTI 
Soloist 


Ballroom of the Sheraton Plaza, when 
Convention delegates will have an op- 
portunity to meet socially. 

Tuesday afternoon, Reception and 
Tea for the ladies, with Dr. Sara 
Jordan as honor guest, at 2:45, in the 
Dorothy Quincy Room of John Han- 
cock Hall. 

Wednesday, noon, Special Program 

(Continued on page 121) 








The Ultimate Objective of Sales 


By J. W. McAfee 


President, Edison Electric Institute 


An address before the 24th EEI Annual Sales Conference, 


EVELOPMENTS in recent 
D months give added importance 

to a sales meeting. One of the 
dangers in a period of economic ad- 
justment is apprehension and loss of 
confidence by the public. Thus what 
should be a minor faltering in our 
progress is multiplied into a real de- 
pression. One of the principal de- 
fenses we have against such a happen- 
ing is the talent and vigor of our sales 
and distribution organizations. 

The current situation affects obli- 
gations of the sales executive in two 
respects: 1. The resistance to be over- 
come is greater. 2. The prospects as 
to volume require close attention to 
expenses. It is a case of doing more 
with less, which is a real challenge to 
ingenuity. 


Load Curve Causes Concern 


For the last few months we have 
seen some disturbing symptoms in the 
load curve, both in consumption and 
in load factor. This is not unique and 
is in no way comparable to the test 
American industry faced in the early 
thirties. The utility companies were 
affected not only by a very deep busi- 
ness depression but by political and 
public attack which seriously affected 
public confidence. The subsequent 
break-up of many of the great holding 
company systems put new financial 
and organizational responsibilities on 
operating company management. It 
was during that period that the elec- 
tric companies demonstrated the in- 
herent stability of the industry and 
ultimately made substantial gains in 
public attitudes. The establishment 
of confidence by the investing public 
has been and will be indispensable to 
the tremendous expansion of facili- 
ties. 

Could anyone have dreamed 25 years 
ago that the industry would reach its 
present stature—in size, importance, 
acceptance by the public? I doubt it. 
The impetus given by the dedicated 
effort of the past has really been a 
primary factor in our record of at- 
tainment today. 

It is not my intention to dwell on 
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the situation in selling 25 years ago, 
because the differences between now 
and then are so great. But there is 
one fundamental which has _ not 
changed. If there is one true measure 
of success in electric company opera- 
tion, it is the rate of return on in- 
vestment. During the economic strug- 
gle in the thirties, that was the 
barometer guiding every activity. It 
was crystal clear then that per cent 
return had to rise, or there would 
be little chance of survival. Conse- 
quently, great effort and ingenuity in 
all fields of operation were aimed at 
that single goal. 

The problems are different today, 
but again their solutions can only be 
worked out in terms of per cent re- 
turn. In times of prosperity, it is far 
too easy to be dazzled by increases in 
gross and net revenue, climbing kwhr 
sales, and load growth. In terms of 
real earnings, growth in any of these 
means little unless it is properly re- 
flected in return on investment. This 
is the ultimate objective of sales. 

The economic necessity for a single 
supplier of electricity to a designated 
area is a valuable privilege but also 
creates responsibilities and problems 
of concomitant magnitude. We have 
plenty of competitors, as you well 
know, for the customers’ dollars, in- 
cluding competition in some applica- 
tions of other sources of heat energy. 
There is, however, no direct competi- 
tion for the sale of central station- 
produced electricity. 


Nothing Like a Competitor 


Regulation has proved to be an ef- 
fective substitute from a public and 
economic point of view. There is no 
ready-made substitute, however, for 
the personal stimulant of a direct com- 
petitor breathing down the back of 
your neck. Therein lies one of the 
most difficult problems in utility man- 
agement. 

True, we are under strong pressure 
for excellence in performance. We 
must meet the demands of the investor 
whose support is essential to our con- 
tinually increasing need for capital. 
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Our customers rightly expect the 
best possible bargain. To retain 
highly skilled personnel and to main- 
tain the morale that their jobs 
demand require that we meet, ade- 
quately, current standards of compen- 
sation. Even these compelling pres- 
sures are not equal, in terms of in- 
stinctive response to the challenge of 
a direct competitor. That the indus- 
try has performed so admirably with- 
out this element is a real tribute to 
the talent, industry and faithfulness 
of the people in our business—parti- 
cularly those having managerial re- 
sponsibility. 


Must Uncover Opportunity 


The opportunities for meeting 
steadily increasing prices are dimin- 
ishing. The great improvements in 
the efficiency of our equipment, in 
automation and size of machines, in 
better methods, have put us closer to 
the ultimate potential and, accord- 
ingly, have reduced the margin avail- 
able for future attainment. Thus, we 
must uncover the hidden opportunity; 
we must reexamine every possibility 
in the light of today’s experience if 
we are to keep a great record of ac- 
complishment from faltering. 


To begin with, there is the key 
question each of us should ask our- 
selves—and be absolutely honest in 
answering: How much do I really 
know about the economics of the elec- 
tric power business? 

One thing everyone knows is that 
this industry requires a very large 
capital investment in relation to sales 
—on the order of five times as much 
as the average of manufacturing com- 
panies. The electric companies put in 
about $4 of capital for every dollar of 
sales. That is to say that it takes 
approximately four years of sales to 
equal the capital required to produce 
the service sold. Thus, if we are to 
earn 6 per cent annually on that capi- 
tal, 24 cents of each dollar of revenue 
must show up in net income. 

Now with this example as a basis, 
let us look for a moment at the effect 
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of operating efficiency—saving money 
in costs. The great thing about re- 
duction of cost is that no new invest- 
ment is required to service the “dol- 
lar saved.” 

What I am trying to emphasize is 
that the prudent use of operating 
funds has a direct relationship to the 
need for going to the financial market 
place. The cost of money is on a rela- 
tively high plateau and its future 
level is hard to predict. Certainly, 
with the most efficient possible per- 
formance, we shall have to raise ex- 
tremely large sums of money to enable 
us to be always ready to meet any de- 
mand for our service. 


Every Dollar Counts 


Under these circumstances, every 
dollar spent in our business has to be 
a very hard-working and productive 
dollar. In sales, as in engineering, 
or any other part of electric company 
operation, management must have the 
precise data possible on what each 
dollar spent will produce in earnings. 

The increase in the use of elec- 
tricity in this country during this cen- 
tury is one of the economic wonders 
of the world. It is a great factor, pos- 
sibly the principal factor, in bringing 
the United States to a position of pre- 
eminence in industrial production and 
the best living standard ever known. 
The results indicate that our sales and 
promotional programs have been good 
and I am confident that that conclu- 
sion is fully justified. The circum- 
stances related to these programs 
have changed markedly through the 
years and will continue to do so. These 
changes are not always immediately 
discernible. Nothing is more con- 
structive than a continual reappraisal 
of our various efforts as they may be 
affected by the conditions currently 
prevailing. 


Argue with Success? 


The almost inexorable increase in 
the requirement for electricity in 
every category and, particularly, in 
the home, creates a temptation to as- 
sume that the practices we are using 
are wholly satisfactory. In other 
words, to use a trite phrase, it is dif- 
ficult to argue with success. 

The chief executive, crowded by al- 
ways higher costs and mindful of the 
necessity of making a financial show- 
ing which will permit him to raise the 
funds the company needs, is likely 
to be increasingly demanding in his 


EDISON ELECTRIC INSTITUTE BULLETIN 


requirement that full justification be 
given for every requested expenditure. 

The time has passed when he can 
accept a traditional rule of thumb 
percentage of gross for the budget of 
the sales or any other department. I 
think you will find that he will be 
more and more interested in whether 
the costs of the various programs pro- 
posed will produce a profitable result. 
There is no tendency to contract the 
scope or vigor of sales efforts. On 
the contrary, there is the fullest 
recognition in the industry of the im- 
portance of volume and of the need of 
developing our market to the fullest. 
The point is, however, that every com- 
pany may not be justified in promot- 
ing every appliance. It is a matter of 
selection and the selection obviously 
depends on the potential market for 
a particular item, the cost of develop- 
ing it, and the result obtained if it is 
developed. 

This is a field in which much is to 
be desired in knowledge and facts 
that are available. It is understand- 
able that this is so because, first, it 
is an extremely difficult subject—cer- 
tainly one not lending itself to any 
mathematical certainty; and, second, 
the opportunities in the past have been 
so great that there have been no 
strong incentives for attacking it. 

Certainly, I am not sufficiently ex- 
pert to outline the best plan for solv- 
ing this problem. There are some ap- 
proaches which seem logical and which 
will be illustrative, at least, of what 
seems to be needed. 

The following applies to residential 
sales: 

The first step, in testing the pro- 
ductiveness of the present methods, is 
to form a judgment as to what per- 
centage of the new business the com- 
pany obtains comes from the com- 
pany’s sales activities. We all know 
that there are many outside of the 
utility industry who are contributing 
money, talent and energy to the sale 
of appliances. There is, too, an in- 
herent force in the customs and habits 
of modern life which will produce 
some sales without any commercial 
effort. However difficult it may be, 
it is essential that the facts be gath- 
ered and analyzed so as to permit a 
reasonably accurate conclusion as to 
what the company’s expenditure pro- 
duced in increased revenue. 

Having arrived at that figure, one 
must calculate the amount of net in- 
come that was derived from the in- 


Page 107 


creased gross attributable to the com- 
pany. For the testing proposed, it 
is probably sufficient to arrive at this 
figure on a basis of averages. As one 
goes forward in the planning, it will 
become more important to consider 
the value of individual items in the 
light of their effect on load factor and 
other elements. 


Outlay and Return 


There is yet another step to be 
taken. Judgment must be formed as 
to how many years a company can 
wait to get a pay-out on the sales dol- 
lar spent. If it be decided that by 
spending $100 in promoting an item, 
net can be increased by $5, there re- 
mains the question of whether it is 
worthwhile since 20 years will be re- 
quired to recapture the outlay. This, 
of course, is the most difficult point of 
all and will require a most painstak- 
ing and expert consideration, particu- 
larly in formulating plans for the 
future. 

The conclusions may not need to be 
confined to narrow limits of accuracy 
for testing whether the performance 
in the immediate past has been satis- 
factory. We all know that our efforts 
can amount to only a rather small per- 
centage of the whole. If we see that 
sales expense in the residential field 
represents a very high percentage of 
increased revenue, it will be perfectly 
obvious that we are not operating on 
an efficient or profitable basis and will 
demonstrate that we are pursuing the 
wrong program or are using methods 
that are too expensive. To be satisfied 
that such a condition exists is of it- 
self of value in making future plans. 


Customer Service Expenditures 


Recognition must be given to the 
fact that some of our sales expendi- 
tures are and should be in the nature 
of customer service and, accordingly, 
not designed to produce a commer- 
cially profitable result. There is full 
justification for providing informa- 
tion to our customers, which will per- 
mit them to more fully enjoy the 
pleasures of electrical living. The 
service feature is even more easily 
demonstrated in the commercial and 
industrial fields. This feature of sales 
activity has great value, both to the 
company and the customer, but if my 
plan is adopted, it should be recog- 
nized realistically and appropriate 
credit given for it with full knowledge 
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that it is disassociated from the finan- 
cial result. 

Each company has its own problems 
in selling for per cent return, reflect- 
ing the kind of territory and types of 
customer it serves, its rate structure, 
and other factors. The selling effort 
to accomplish its goals must take 
these factors into consideration, and 
this cannot be properly done unless 
there is close and constant communi- 
cation between those responsible for 
selling and those responsible for rates 
and other economic aspects of the 
company’s operation. Remember, sales 
and price are the two primary factors 
affecting earnings. Sales, without 
proper pricing, will not produce good 
earnings. 

In the design of a sales program, 
the rate people are indispensable aids. 
With the per cent return target set, 
they can help in determining how 
much a company can spend profitably 
for each dollar of added revenue, in 
each of the classes of service. 


Coupled with rate structure is load 
factor as a major influence in selling 
for return on investment. Improve- 
ment in load factor means the re- 
quired investment is something less 
than $4 for each dollar of added rev- 
enue and therefore is more profitable. 

Let us consider a situation where 
an electric company might have a 55 
per cent load factor and is earning 
5.25 per cent on investment. With a 
proper rate structure, an increase in 
load factor to 65 per cent will bring 
the return up to 6.7 per cent. This 
represents an increase of one-fourth 
over the previous return. 

Load factor is really what makes 
the difference in how an electric com- 
pany sells as compared with other 
kinds of enterprises. It also makes 
a difference in how the electric com- 
panies and others in the electrical in- 
dustry approach the promotion of in- 
creased electrical living. 

From the standpoint of his own op- 
eration, a manufacturer, distributor 
or dealer of electrical appliances and 
equipment has only one basic concern 
—moving as many products as pos- 
sible at a profitable price. But the 
electric company is vitally concerned 
about the kind of appliance going on 
its lines—what its load factor is and 
how it balances other loads. 

On the national level, everyone in 
the electrical industry can join to- 
gether to promote the idea of electri- 
cal living. One example of an excel- 
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lent, well-planned and well-run pro- 
gram devoted to this mass selling 
approach is the HOUSEPOWER cam- 
paign aimed at the adequate wiring 
problem. With the almost unanimous 
participation of EEI member com- 
panies, the HOUSEPOWER program 
has successfully enlisted the wide- 
spread support of other segments of 
the electrical industry. It is easy for 
all concerned to recognize that home 
wiring must be improved if appliance 
sales opportunities are not to be 
limited and major load building pro- 
grams seriously hampered. 


Climate of Electrical Living 


Another extremely worthwhile pro- 
gram on the national level is Live Bet- 
ter Electrically. Both HOUSEPOWER 
and Live Better Electrically should be 
viewed as continuing operations in 
which the entire electrical industry 
can join to sell the over-all concept of 
electricity’s role in modern life. It 
is at this level that we create the 
climate for the customer of electrical 
living. Here we do not attempt to 
sell a specific appliance—we seek to 
develop an image for the customer. 
Modernity, convenience, prestige, com- 
fort, progress, enhancement of every 
aspect in the customer’s way of life 
are the powerful motivating elements 
which should be closely identified in 
the customer’s mind with electric ser- 
vice and its applications. 

When we get into the promotion of 
specific applications we have to face 
the fact that promotion needs vary 
widely. A utility company, mindful 
of the fact that its load factor has 
dropped from 65 per cent to 55 per 
cent, is extremely conscious of the 
need to balance air conditioning load. 
The local appliance dealer, on the 
other hand, cheers the advent of hot 
weather and has little interest in a 
balanced load. Actually utility load 
factor should be of interest to manu- 
facturers and dealers as well, since 
its improvement offers the best op- 
portunity for keeping the price of 
electricity low. 


New Appliances and Load Growth 


The electric company recognizes 
that an average of one-and-a-half new 
appliances per year are being de- 
veloped and put before the public, and 
is interested in gaining public accept- 
ance for those new load builders which 
will broaden the base of future 
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growth. The dealer, not unnaturally, 
is primarily interested in spending 
the bulk’ of his promotion money to 
increase the sales of appliances al- 
ready well recognized, rather than in 
breaking new ground. 

Unlike the electric company, the ap- 
pliance dealer has little apparent rea- 
son to consider the cumulative effect 
of electricity sales per appliance over 
the years—once an appliance leaves 
his shelf, he turns his attention to 
selling another one. 

There is no use kidding ourselves. 
We have to accept the fact that each 
member of the electrical industry 
family has different business “person- 
alities” and needs. In each of our 
service areas, we have to assess care- 
fully how the various primary in- 
terests of the different portions of 
the electrical industry fit together— 
manufacturers, distributors, contrac- 
tors, dealers, and electric companies. 
There should be the fullest coopera- 
tion and understanding among them, 
for the good of all, but there also 
should be clear recognition of dif- 
ferences. 


This recognition helps a great deal 
when it comes to planning the utility 
sales program. Now I am not going 
to attempt to draw up a sales program, 
because that is your job, and you can 
do it much better than I can. But I 
would like to recommend to all of you 
for your very serious consideration 
two fields in which there has been a 
lot of discussion and woefully small 
accomplishment. 


The first of these is electric house 
heating and the other is lighting. 

House heating is to some extent a 
“do-it-yourself” project for utility 
companies, because of the differences 
in primary interest between the utili- 
ties and others just mentioned. 

Here are some indications of why 
the time has come to take action. Last 
year, four out of the eight power sup- 
ply regions in the United States had 
summer peaks, instead of winter ones. 
There is no reason to suppose that 
this trend will not continue. 

There are now more than 4% mil- 
lion room coolers in use. A major 
appliance manufacturer’ estimates 
that this total will be more than 
doubled by 1960. For the 10 years 
through 1967, air conditioner sales 
are predicted to total over 271% mil- 
lion units. 

Here is a question for you to an- 
swer: How many of these 27% mil- 





1958 


ally, 
ling 
y to 

al- 
n in 


: ap- 
rea- 
ffFect 
over 
aves 
1 to 


lves. 
each 
istry 
‘son- 

our 
-are- 


s of 
er— 
trac- 
nies. 
era- 
hem, 
also 
dif- 


deal 
tility 
roing 
‘ram, 
1 can 
sut I 
f you 
ation 
en a 
small 


house 


ent a 
tility 
ences 
utili- 


why 
Last 
* sup- 
s had 
ones. 
- that 


2 mil- 
major 
mates 

than 
years 

sales 
> mil- 


(Oo an- 
> mil- 





April, 1958 


lion room coolers to be sold will be 
heat pump air conditioners? 

A room heat pump will operate dur- 
ing the “between season” months for 
heating as well as cooling, with con- 
sequent improvement in annual load 
factor over a straight cooling unit. 
And a gain in annual load factor 
means a gain in net return. 

Now, who has the primary interest 
in this market? The manufacturer? 
The appliance dealer? Neither really 
cares. It is far easier to sell an ac- 
cepted room cooler, at a lower price, 
for the easily understood and desired 
benefit of cooling, rather than to com- 
plicate the sales “pitch” with the extra 
appeal of heating benefits through an 
appliance which is unfamiliar and 
difficult to explain to the customer. 

Look at the leverage in this situa- 
tion. With every room cooler that is 
sold without a heat pump cycle, the 
market for heat pumps and their 
beneficial load is reduced. And, most 
seriously, load factor is hurt directly 
for years ahead instead of helped. 

The heat pump conditioner has an- 
other benefit—one of the “foot-in-the- 
door” kind. As more customers pur- 
chase these units and become familiar 
with their advantages in comfort and 
convenience, the easier it will be to 
sell electric heating for the entire 
house. We have the task of condi- 
tioning the customer to thinking of 
home heating as well as cooling as a 
job for electricity. The room heat 
pump can be very helpful in this edu- 
cational work. 


Heat Pump Promotion Necessary 


I view promotion of the room heat 
pump as a tactical necessity, right 
now, to balance the inroads of room 
cooling on load factor. I strongly 
recommend that you marshall your 
forces, assess realistically the help 
you can expect from your allies, sur- 
vey carefully and analytically your 
own territory and launch a deter- 
mined and sustained spring offensive 
in this room cooling field. If you do 
not, you can count on losing ground 
in the load factor fight all summer. 

Viewed strategically, electric house 
heating offers the possibility for a 
breakthrough in load that could carry 
the whole industry to heights not now 
foreseen. We have doubled sales of 
electricity in seven years, from 280.5 
billion kwhr in 1950 to 558 billion last 
year. We expect to double sales again 
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in less than a decade on the basis of 
the present rate of growth. If we 
really take advantage of our oppor- 
tunities, however, we can do better 
than that, and, at the same time, make 
a better return on investment. 

I firmly believe that we should view 
electric house heating as a principal 
means by which our rate of growth 
can be dramatically increased. We 
have the opportunity now to get into 
the househeating field competitively. 
Coal as a competitor is no longer an 
important factor, the price of natural 
gas is going up and reserves are not 
unlimited. In cleanliness, and in use 
for both heating and cooling, elec- 
tricity offers advantages over oil. I 
might point out that differences in 
price should not discourage you. Fre- 
quently, in the past, we have sold a 
better product for a better price. Hard 
selling of the conveniences offered by 
electric company service can help off- 
set the price difference, where it 
exists. 


Air Conditioning and Load Factor 


In other words, you can do the sell- 
ing job that is needed. Furthermore, 
it should be started now. The effect 
of air conditioning on load factor and 
on net return makes it imperative that 
electric house heating have a top pri- 
ority in developing your sales cam- 
paigns to offset air conditioning load 
now and in the future. 

House heating versus air condition- 
ing is the most clearly rewarding ex- 
ample of load balancing for net re- 
turn. There are other situations, 
however, which should be sought out. 

There is one other possibility which 
I would like to discuss briefly. It is 
the promotion of better lighting. 
Looking at it purely from the stand- 
point of the financial success of the 
business, there are some rather hard 
limitations on the amount that can be 
spent. The difficulties are somewhat 
ameliorated by the contribution that 
lighting can make to load factor. This 
is one of those items on which con- 
siderable weight can be put on “ser- 
vice-to-the-customer” factor. 

Lighting, the load on which the in- 
dustry was built, still has a great po- 
tential. The recent report of the EEI 
Home Lighting Policy Committee 
points out that “utility sales for home 
lighting have been increasing at a 
much slower rate than kwhr sales for 
other services in spite of significant 
advances in the art of lighting.” 
Proper development of these advances, 
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the report continues, “could add more 
than 700 kwhr per customer to utility 
loads in the next 10 years.” And load 
in the home lighting field has very de- 
sirable characteristics, with peak loads 
on many utility systems shifting from 
winter evenings to summer after- 
noons. 

There are too few light sources in 
the home today, and the illumination 
levels are too low. Far too many 
homes have only 10 footcandles of 
light on working surfaces. In many 
offices, 30 footcandles is the average 
at desk-top level. Fifty footcandles— 
five times the home level—has been 
recommended by lighting engineers 
as the proper illumination for reading 
and most household tasks. 

Elmer Lindseth, in the new presi- 
dential office at Cleveland Electric, has 
500 footcandles of general illumina- 
tion. It is amazing how quickly the 
eye becomes accustomed to working 
with such abundant and helpful light 
—it makes the 50 footcandle level 
seem dim indeed. 

Although it is our oldest load, light- 
ing has taken on new glamour, both 
in sales opportunities and in dramatiz- 
ing to the customer the versatility and 
futuristic applications of electricity. 
Home decoration through the use of 
many kinds of lighting products, out- 
door lighting of gardens and scenery, 
the myriad uses of special lighting de- 
vices in adding to the health, comfort, 
convenience and safety of the home 
make up a wonderful field in which to 
work for balancing daytime load. 


Bulb Spans Lull 


In a time when there is a definite 
lull in sales of large appliances, the 
small-ticket light bulb and its other 
associates in illumination present real 
selling advantages to both the electri- 
cal manufacturers and the utilities. 

Light and heat—two fundamentals 
in civilized life—are the two areas in 
which the electric companies have 
their best opportunities for improv- 
ing load factor and per cent return— 
the two vital considerations in com- 
pany progress. 

Working towards these goals will 
take personal dedication and enthu- 
siasm from all of you. But even more 
than that it will require planning and 
calculation of the most objective and 
analytic kind. You will have to engi- 
neer your selling programs for load 
factor and per cent return with the 
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same care that electrical engineers de- 
sign a new generating facility. You 
will have to know to the closest pos- 
sible degree just how your sales ex- 
penses should be apportioned for best 
resuits; how much return each dollar 
of sales expense will produce, and over 
how long a period. 

Research and development—usually 
a scientific and engineering term—in- 
creasingly will become a phrase of 
sales significance in our industry. I 
do not mean market research alone, 
although in this field we have much 
to do. 

I am thinking rather of research 
and development in areas of particu- 
lar importance to the growth of our 
business. Heat storage, for example 
which can mean a great deal in the 
load factor and per cent return. There 
is now being conducted under the 
auspices of the Joint AEIC-EEI Heat 
Pump Committee, the first step in 
what I hope will be an extensive re- 
search project in this field. 

In another activity, the EEI Com- 
mittee on Electric Space Heating and 
Air Conditioning is compiling data on 
space heating installations which will 
be helpful to you. 


Designing, Launching Sales Drives 

Because each company is so highly 
individual in the territory it serves, 
in its rate structure, and its needs in 
load factor and per cent return, the 
most important research and develop- 
ment projects are those inaugurated 
and carried out in your own organiza- 
tions. In this day and age, it is just 
as unsound and potentially disastrous 
to design and launch a sales drive by 
the seat of your pants as it is to de- 
sign and launch an _ earth-circling 
satellite without painstaking research 
and development. You have to de- 
termine with precise accuracy just 
how each step should go and what the 
final result is to be. As we all know, 
despite the most advanced mathemati- 
cal and scientific effort now possible, a 
missile launching is a chancy thing. 
In its own way a sales program can 
be, too. But this should spur you to 
greater efforts in assessing and pre- 
dicting accurately all the factors that 
will enter into its success or failure, 
to assure the highest possible chance 
of achieving the goals laid down. 

These goals have to be defined in 
terms of per cent return. Manage- 
ment has many responsibilities, but 
first it must raise money to build 
power facilities. Therefore it must 
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Lewis M. Smith 


EWIS M. SMITH, vice chairman 
of the board of Alabama Power 
Co., and a member of the EEI Board 





of Directors, died in Birmingham, 
Ala., March 4. He was 63. 

Mr. Smith joined Alabama Power 
in 1923 as a draftsman and rose to 
become president of the company in 
1952, a position he held for five 
years, until he resigned to become 
vice chairman of the board. 


Born in Warrior, Ala., he was 
graduated from the University of 
Alabama with a degree in electrical 
engineering. He began his career as 
a draftsman at Tennessee Coal, Iron 
and Railroad Co. After an interim 
with the U. S. Navy Department. as 
a radio engineer, he rejoined TCI&R 
as an electrical engineer. 
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In 1939, Mr. Smith became chief 
electrical engineer of Alabama 
Power and was elected vice presi- 
dent in 1945. He was named general 
manager and a member of the board 
in 1949, and was elected president 
in 1952. 

He first served as a member of the 
EEI Board from 1951 to 1954 and 
was elected again in 1955 for three 
more years. This term would have 
expired in June of this year. 

Named Birmingham’s “Man of the 
Year” in 1954, Mr. Smith gave much 
of his time to business, civic, chari- 
table and fraternal organizations. 
Among his many affiliations were: 
American Red Cross, Associated 
Industries of Alabama, Birmingham 
Civic Symphony Association (presi- 
dent); Southeastern Electric Ex- 
change (president); the Committee 
on Atomic Energy of The Southern 
Association of Science and Industry, 
Ine. (chairman); Chamber of Com- 
merce of the United States (a direc- 
tor and chairman of its Committee 
on Uses of Atomic Energy); Ala- 
bama Academy of Science (member 
of the board of trustees); American 
Institute of Management; Birming- 
ham Historical Society; Birmingham 
Museum of Art, and others. 

Long interested in the advance- 
ment of education, he had, over the 
past 10 years, been chairman of vari- 
ous committees associated with 
Howard College from which he re- 
ceived an honorary degree of doctor 
of laws in 1956. He was a member 
of the Birmingham Board of Educa- 
tion, and served as its president for 
two years. 





consider dividends, interest, return on 
investment. The sales executive who 
becomes part of the management coun- 
cils, whose opinions carry weight in 
the development of company policy, is 
the man who constantly shapes and 
interprets his sales activities as they 
affect the financial goals of the com- 
pany. 

It is estimated that the electric com- 
panies will need a total of $70 billion 
in new construction by 1970—12 years 
hence. This is almost twice the total 
of $3614 billion we now have in plant 
and equipment—a mark which has 
taken three-quarters of a century to 
reach. If $25 billion can be raised 
through retained earnings and de- 


preciation, this means we will need 
$45 billion in new money. 

With a $107 billion industry in 
prospect only slightly over a decade 
from now, it is clear that our economic 
responsibility in the over-all economy 
is destined to be even greater than it 
is now. How well and how soundly 
the industry develops in moving to 
new dimensions of growth will in 
large measure reflect your efforts. 
You are the engineers of revenue gen- 
eration, which properly is as exacting 
a task as economical kilowatt-hour 
generation. Your efforts will have 
much to do with maximum effective- 
ness in producing net return. 
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Powerful Residential Promotion Program 


Urged at EEI Sales Conference 


HE time has come for some real 

hard-hitting and imaginative pro- 

motion in all areas of electric 
selling, especially in the residential 
field, some 1,000 electric utility com- 
pany sales executives were told at 
the 24th Annual EEI Sales Confer- 
ence which was held in Chicago, 
March 24-27. 

Speakers from the industry, as well 
as those from allied and interested 
industries, also called for a realistic, 
down-to-earth approach to problems 
now confronting the nation’s electric 
utility companies. 


More “Selling Mileage” Per Dollar 

In addition to further exploration 
of the residential market, a closer 
watch over expenses to get the most 
selling mileage out of every dollar, 
the need for an industry-wide ad- 
vertising-promotion program to sell 
the consumer on the benefits of elec- 
trical living, and effective programs 
to counteract the competition to elec- 
tric utility companies were among the 
topics receiving major attention. 

Briefly, these points were stressed: 

1. The electric industry has no rea- 
son to be complacent about the 
results of its sales efforts, and 
many sales executives feel there 
is considerable room for im- 
provement. 

2. Although the business environ- 
ment in which the industry will 
be selling in 1958 will be very 
high by historical standards, 
thinking should be adjusted to 
present “interim period” condi- 
tions as these conditions may be 
“normal” for quite a while. 

8. The lighting field, today averag- 
ing only about three times the 
kwhr of 35-40 years ago, is an 
almost urtouched source for po- 
tential increased consumption. 

4. The electric utility companies are 
entitled to a much greater per- 
centage of the consumer dollar, 
but to obtain this fair share in 
the face of stepped up promo- 
tional activities of rival indus- 
tries will demand increased sales 


efforts with wide imagination. 

5. The time to start promoting 
electric heating in the home is 
now. 

Reports were made by Live Better 
Electrically and HOUSEPOWER rep- 
resentatives. R. E. Boian, manager of 
the LBE program, said more than $10 
million will have been spent on na- 
tional advertising of fhe Live Better 
Electrically program from 1956 
through 1958. 

The progress of HOUSEPOWER 
and some of the plans for 1958 were 
listed in the booklet, HOUSEPOWER 
Stockholder Report 1956-1957-1958. 
The report stated that surveys among 
homeowners indicated that 40 per cent 
of those interviewed knew the term 
to be synonymous with home wiring. 

For the first time since EEI as- 
sumed sponsorship of the EEI Awards 
Program, the Sales Promotion Awards 
were presented to winning member 
companies. 

The General Sessions were held in 
the Grand Ballroom of the Edgewater 
Beach Hotel, Wednesday, March 26, 
and Thursday, March 27, with T. O. 
McQuiston, chairman of the EEI Com- 
mercial Division Executive Committee 
and vice president and general sales 
manager of the Detroit Edison Co., 
presiding. 


Institute President Speaks 

J. W. McAfee, President of EEI 
and president of Union Electric Co., 
the first speaker on the program, used 
as the title of his talk “The Ultimate 
Objective of Sales.” (For full text of 
Mr. McAfee’s talk, see page 106, this 
issue of the BULLETIN.) He said 
the current business situation affects 
obligations of sales executives in two 
respects: 1. The resistance to over- 
come is greater, 2. The prospects as 
to volume require close attention to 
expense. It is a case of doing more 
with less, which is a real challenge 
to ingenuity, Mr. McAfee told the 
sales executives. 

To find out the real truth about the 
present business situation, according 
to Walter E. Hoadley, Jr., treasurer 
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of Armstrong Cork Co., “we must 
recognize that business activity can 
be measured from at least two points 
of view. They are: 1. How people feel 
and talk about it. 2. What the facts 
show. 

He declared that “people who are 
counting on a sharp upturn in general 
business in 1958 are likely to be some- 
what disappointed when they continue 
to find keen competition on all sides, 
choosy buyers and persistently de- 
clining capital expenditures.” He 
added that “in my judgment, business 
will be marked by an irregular course 
all year, without basic improvement 
or deterioration. This is no time for 
blind optimism or pessimism but for 
down-to-earth realism.” 


Present Conditions May Continue 

Predicting that the business en- 
vironment within which all of us will 
be selling will continue to be favorable 
in 1958—still very high by all his- 
torical standards—he warned that we 
must “adjust our thinking to ‘interim 
period’ conditions and recognize that 
what we now are experiencing may 
well be ‘normal’ for some time.” 

Investors, in determining the value 
of a security, must weigh carefully 
all factors affecting the company, two 
of which have a direct connection with 
sales end of the electric business be- 
ing public relations and profitable 
sales growth, J. F. Childs, vice presi- 
dent of Irving Trust Co., told the sales 
executives. His talk was titled “In- 
vestor’s Views of Sales.” 

Mr. Childs quoted a president of 
a utility company on customer reac- 
tion to everything that a company 
does: “A customer’s reaction to the 
service provided, to all contacts with 
the company, to the statements by 
press and others is either positive, 
neutral or negative. In the utility 
business we shouldn’t be satisfied 
with just a neutral reaction, and if 
the reactions are negative, we are 
bound to be in for trouble. It takes 
a great deal of effort to be sure that 
their reactions are positive, but that 
is our only salvation.” And that is 
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When grandma wed her lover true 
Conveniences were all woo few 


EDISON 

















But things looked up in mother's day 
Appliances were on the way 








The modern bride now says with pride 
“Appliances have multiplied 

Full HOUSEPOWER runs my home today 
The modern, all-electric way.” 
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your electrical industries sponsoring 


HOUSEPOWER- 


to help you live better today—the all-electric way 


Ads similar to this will be used in national magazines next fall to 
support EEI’s HOUSEPOWER program. 


the way the investors feel, he declared. 

He cited the steady upward trend 
in sales as one reason why investors 
have felt favorably toward the electric 
utility industry. “This trend has 
hardly ever paused, let alone dipped,” 
he added, “and investors in electric 
company stocks are very much sales 
growth minded. 

“Today,” he continued, “with sales 
sliding off, you in sales play a most 
important part. Once the financing has 
been done, the investors who put up 
the money must be paid. Having in 
mind the profitability of sales, you 
have a challenge to meet in doing 
whatever you can to make certain that 
planned capacity is not idle capacity.” 

Using the title “Developing Our In- 
dustrial Market,” H. G. Isley, general 
sales manager of Carolina Power and 
Light Co., described his company’s ef- 


forts to increase load through indus- 
trial development. 

“The QED’s of Commercial Sales 
Promotion” was the title of the ad- 
dress by E. J. Ingram, vice president, 
Jersey Central Power & Light Co.- 
New Jersey Power & Light Co. 

Declaring that commercial electric 
sales can be “ac-SELL-erated,” Mr. 
Ingram listed 10 “tenets” to under- 
score his belief: Establish a ground 
rule; know what you should sell; build 
and train a commercial sales organiza- 
tion; acquire economic “savvy”; “cov- 
er the waterfront”; expand mass sell- 
ing techniques; develop all attendant 
angles; get a reputation; check up, 
and practice what you preach. 

In conclusion, Mr. Ingram stressed 
that “from the standpoint of the profit 
consideration of our commercial cus- 
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tomers and of our own utility com- 
panies, and from the standpoint of the 
recovery of the national economic sit- 
uation, commercial electric sales must 
be ‘ac-SELL-erated.’ ” 

Because of more appliances which 
mean higher electric bills to residen- 
tial consumers, the time has arrived to 
concentrate more on selling the value 
of each kind of electric application, 
J. C. Gracy, vice president in charge 
of sales, Florida Power Corp., said in 
his talk, “Answering the Challenge in 
Residential and Rural Sales.” 

Mr. Gracy said the biggest single 
customer “gripe’”’ today, and one of the 
biggest problems, is the lack of quali- 
fied appliance service and the high 
cost of such service, or both. Some 
electric companies merchandise, others 
do not; some dealers give service, 
others do not, he declared, and the 
customer is just as confused as the 
industry is, and “he is downright 
belligerent about the situation.” This 
is one of the challenges that must be 
answered, he asserted. He suggested 
the possibility of a central appliance 
servicing operation supported jointly 
by a number of different manufactur- 
ers and/or distributors and/or dealers 
and/or utilities. 

Standardization of parts was also 
suggested by Mr. Gracy as another 
possible solution to’a part of the ser- 
vicing problem. He mentioned the 
Joint EEI-NEMA Committee on Wa- 
ter Heater standardization as an ex- 
ample of the progress that can be 
made in standardization without loss 
of competitive advantage when an 
emergency arises. 

P. H. Powers, president of West 
Penn Power Co., in his speech titled 
“Presidents Have Fleas,’ said the 
electric utility industry has no reason 
to be complacent about the results of 
its sales efforts, and that most utility 
company sales executives feel there is 
considerable room for improvement in 
this direction. 


Struggle for Share of Dollar 

“The electric power industry has 
been losing ground to other industries 
in the struggle for a larger share of 
the consumer dollar. The consumer 
spends only 134 per cent of his dis- 
posable personable income on residen- 
tial electricity, less than that spent for 
cigarettes and tobacco,” he stated. 
“The industry should set its sights on 
a much higher percentage.” 

H2 added that the present “slump” 
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demands increased sales effort on the 
part of utility companies, and that 
these companies “certainly cannot af- 
ford to indulge in the luxury of a 
sales recession.” 

Speaking as a company president, 
Mr. Powers declared that sales execu- 
tives should begin their increased pro- 
motional efforts at the top—with the 
company presidents themselves. 


Responsibilities of Presidents 

“Most presidents,” he continued 
“have been engineers, lawyers, finan- 
cial experts, but they all have a com- 
mon problem—maintaining a balance 
among all the pressures, hopes, ob- 
jectives and concerns that are thrust 
upon them. They must satisfy cus- 
tomers, security owners, public, em- 
ployees and their own desires to per- 
form creditably. 

“Company sales executives should, 
therefore, constantly bear aown on the 
presidents of their companies for 
budgets needed to do an improved sell- 
ing job. To get bigger budgets, execu- 
tives and sales managers must be able 
to prove the benefits of their proposed 
increased sales activities. Long-range 
planning must be undertaken and 
forecasts made and the support of 
every possible ally must be obtained,” 
he concluded. 

Les Giblin, founder and director of 
The Les Giblin Seminars on Human 
Relations, discussed “Human Rela- 
tions in Selling.” 

Bertram J. Lange, manager, mar- 
keting services for Life magazine, re- 
porting the results of an extensive 
study on the electrical aspects of what 
homeowners want in their homes, dis- 
closed that the appliance industry may 
have to rely on new markets, new 
products, or both, to retain its spec- 
tacular growth pattern. This is ex- 
pected to be brought about due to the 
fact that the Life survey indicated that 
by 1965, households with small chil- 
dren are expected to decrease about 8 
per cent to 18 million, in the face of 
an increase in total households from 
49 million to 56 million. And major 
appliances, the study further showed, 
have found their best market at every 
income level in households with young 
ehildren. 

If the appliance industry is to main- 
tain its growth it will require inten- 
sive selling by every segment of the 
industry. The family who bought a 
washer or dryer, a freezer, or vacuum 
cleaner when the children were young, 
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Report on HOUSEPOWER Shows 


Homeowners Aware of Wiring 


| the HOUSEPOWER Stockholder Report 1956-1957-1958, prepared by the 
EEI Wiring Promotion Committee for presentation at the EEI Annual 
Sales Conference, one of the main features was the accomplishments of the 
program. 

It showed that homeowners now know more about home wiring and call 
their contractors and utilities to ask for HOUSEPOWER ratings, and that 
they read HOUSEPOWER ads and remember TV and radio commercials. 

The utilities, as a result of the program, have built loads, have reduced 
service calls and improved customer relations. Contractors reported that it 
has made sales easier, increased business and that salesmen who take the 
Forum course are selling better wiring jobs. 

Manufacturers have increased service equipment sales and have sold more 
wire and cable. Builders now sell-up, stressing quality before price, have 
more satisfied customers and sell more homes. 

Electrical distributors have sold more contracting equipment and found it 
easier to sell more heavy duty appliances. Leagues and local associations have ° 
increased cooperation with utilities, increased membership and are now welded 
together by a common interest. Financial institutions have increased wiring 
loans. They have benefitted by industry advertising. FHA requirements now 
include adequate wiring and the VA gives preference to homes with full 
HOUSEPOWER. 

The report indicated that support of the HOUSEPOWER program has been 
highly satisfactory. Since the program started, EEI member companies 
throughout the nation have been represented in the program fund and have 
adapted HOUSEPOWER to their individual needs. 

Manufacturers in 1956-57 spent $3,653,000 on advertising with HOUSE- 
POWER included, and will spend an estimated $1,859,000 in 1958. In addi- 
tion to support given by all electrical industry associations, more than $400,- 
000 was spent by The National Wiring Bureau, National Association of Elec- 
trical Distributors and National Electrical Contractors Association in direct 
support of the program. ‘ 

Editorial support of the program has included 62 feature articles in 28 
publications for a total of 244,832,716 reader impressions; 330 news stories 
in trade publications for a total of 5,375,146 reader impressions, and an esti- 
mated 91,000,000 reader impressions through newspapers. 

The report also included 1958 fall plans for the HOUSEPOWER program. 
Advertisements in Saturday Evening Post, Better Homes & Gardens and Sun- 
set magazines will continue and a special advertisement in Reader’s Digest 
will stress the HOUSEPOWER story, but also will point up the important 
role of the electrical contractor in the HOUSEPOWER concept. Reprints of 
the Reader’s Digest editorial type ad will be available in full-color Digest 
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covers for local distribution by contractors, utilities and trade allies. 
The 1958 Fall Kit for local merchandising, will include National Wiring 
Bureau and EEI materials to help the contractors sell-up. 








spends over $100 more each year on 
women’s and girls’ clothing when the 
children are in their teens, according 
to the survey. 

The conclusion, said Mr. Lange, ap- 
pears that new products, new features 
on familiar products, and most of. all, 
new selling strategies will be neces- 
sary between now and 1965 to main- 
tain appliance spending. 


Study Marketing Problems 


The showdown in the electric utility 
companies’ rate of gain and appliance- 
tv manufacturers’ decline in sales 
emphasize the need for both groups 
to study current marketing problems 
and, together, devise means of meet- 
ing them, C. J. Witting, vice presi- 
dent, consumer products group, West- 
inghouse Electric Corp., declared. 

He said the first problem is to per- 
suade millions to believe it is “smart 


to live electrically”—that more lasting 
satisfaction is attained from an all- 
electric home and the second problem 
is to strengthen and upgrade the ap- 
pliance-tv dealer organization nation- 
ally. 

Residential electric load could be 
built substantially now, Mr. Witting 
said, and advocated an aggressive and 
realistic advertising-promotional pro- 
gram, effective at both national and 
local level, to accomplish it. 

He suggested that wider use of many 
under-saturated products such as elec- 
tric ranges, clothes dryers and food 
freezers, might go a long way toward 
helping to solve the problem inherent 
in utility load factor. 

“T wonder,” he said, “if it might not 
be a good idea for utility companies 
to nurse some of these products into 
better demand, merchandise them un- 
til they become profitable items for 
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dealers to display and to push.” 

Reporting that a recent Westing- 
house survey of the consumer market 
emphasized the importance of getting 
appliances in a home early, he lauded 
the effect of good school replacement 
programs, where girls not only learned 
to want electric appliances in their 
own homes, but often influenced their 
mothers. 

More than $10,000,000 will have 
been spent on national advertising of 
the Live Better Electrically program 
from 1956 through 1958, R. E. Boian, 
manager of the program, reported. He 
described America’s industry-vs.-in- 
dustry struggle for more of the con- 
sumer dollar as a “game with high 
stakes, calling for heavier investment, 
planning and promotional effort by the 
entire electric industry.” 

Mr. Boian emphasized the need for 
developing the residential market dur- 
ing the present competitive struggle, 
and called for even greater support of 
the Live Better Electrically advertis- 
ing campaign. He commended indus- 
try groups and electric utility compa- 
nies for their support thus far. 

As an example of support being 
given the program by electric utility 
companies, Mr. Boian cited the Medal- 
lion Home activity which promises to 
be the high point of the LBE program 
this year—the most successful year 
of the program. He said the Medallion 
Home allows utilities to work closely 
with builders and to provide powerful 
support to the building industries in 
their areas. 

“EEI Plans for Dynamic Leader- 
ship” was the title of the address by 
G. W. Ousler, vice president, sales, 
Duquesne Light Co. 

Dr. H. F. Alderfer, deputy superin- 
tendent, Department of Public In- 
struction, Commonwealth of Pennsyl- 
vania, discussed “Municipal Govern- 
ment and Area Development.” 

Speaking at the General Luncheon 
Session, March 27, Don G. Mitchell, 
chairman of the board and president 
of Sylvania Electric Products Inc., 
said a leveling-off in the business ad- 
justment may already be underway 
and current indications point to the 
start of an upturn by mid-year. 

He warned that “this adjustment al- 
ready is becoming evident and we 
shouldn’t tamper with the corrective 
process unless we have good and suf- 
ficient reasons. If recovery measures 
get out of control,” he continued, “this 
country will be faced with a period of 
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T. Justin Moore 


i JUSTIN MOORE, vice president, 
® general counsel and a director of 
the Virginia Electric and Power Co., 





T. JUSTIN MOORE 


died in Richmond, Va., March 10. He 
was 67. 

A leading member of the Richmond 
and Virginia Bar, Mr. Moore was 
chairman of the EEI Legal Committee 
in 1952-53 and 1953-54. A member and 
past president of Phi Beta Kappa, Mr. 


Moore was graduated from the. Univer- 
sity of Richmond in 1908 and received 
his LL.B. from Harvard Law School 
in 1913. He was a senior partner in the 
law firm of Hunton, Williams, Gay, 
Moore and Powell. 


Mr. Moore, born in Liberty Hill, 
La., was admitted to the bar in 1913 
and practiced law in his own name 
until 1931 when he became a partner 
in the Richmond law firm. He assumed 
his positions with Virginia Electric 
and Power in 1925. 

He was president of the Richmond 
Bar Association in 1932 and of the 
Virginia State Bar Association in 
1955. He also was active for many 
years in the American Bar Associa- 
tion. He was chairman of the public 
utilities section of ABA in 1947-48 
and for two years was the representa- 
tive from that section to the House of 
Delegates of the ABA. He had been 
a member of the EEI Legal Committee 
since its organization in 1950. 

In addition to his legal and business 
activities, Mr. Moore was active in 
religious and fraternal affairs. He was 
chairman of the board of deacons of 
the Richmond First Baptist Church 
for 20 years. ‘ 





fantastic inflation and then a recession 
that really will hurt.” 

Mr. Mitchell attributed the real 
power of this economy to the enor- 
mous strength and vitality of free en- 
terprise. “It may be in need of an 
aspirin or two, but it doesn’t need a 
hypodermic shot in both arms and 
legs,” he cautioned. ‘“Let’s handle the 
patient with care.” 

Citing the electric power industry 
as having one of the largest potentials 
in the entire economy, Mr. Mitchell 
said that one of the greatest oppor- 
tunities and challenges is in the resi- 
dential field—and especially during 
these times of temporary industrial 
cutbacks—because of the stability of 
residential power demand. 

He predicted that residential power 
sales should climb at least 10 per cent 
to more than 160 billion kwhr this 
year, and asserted that the residential 
market has not been “even remotely 
tapped.” The potential in the lighting 
field alone is so great, he added, that 


lighting kwhr consumption could in- 
crease by as much as 50 per cent in 
three or four years and could double 
in less than 10 years. 

Mr. Mitchell said the typical Amer- 
ican household has no more than 25 
per cent of the lighting it really needs. 

The Commercial Division Group 
meetings were held on Tuesday, March 
25. The Home Service Breakfast was 
held March 25 with Willard Pleuthner 
of Batten, Barton, Durstine & Osborn, 
answering the question, “What Does 
Management Expect of Home Ser- 
vice?” 

The Farm Luncheon on March 25 
had as its speaker Dr. Earl L. Butz, 
Dean and Director of Agriculture, 
Purdue University, who discussed 
“Agriculture—an Expanding Indus- 
try.” The Public Utilities Advertising 
Association Luncheon, held the same 
day, heard Milburn P. Akers, execu- 
tive editor of the Chicago Sun Times. 
His subject was “What Price Free 
Speech?” 
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Commercial Market Sales 
Promotion Award 


Farm Market Sales 
Promotion Award 





Industrial Market Sales 
Promotion Award 





Residential Market Sales 
Promotion Award 


10 Sales Promotion Awards Won 
by Eight Member Companies 


EN awards for successful pro- 
motion of electrical sales pro- 
grams within the four different 
and complete electrical market areas 
—Commercial, Farm, Industrial and 
Residential—have been presented to 
eight member companies by EEI. 
These awards, handsome bronze 
plaques, were given at the Institute’s 
24th Annual Sales Conference which 
was held in Chicago, March 24-27. 
They were the first to be given since 
EEI last fall assumed sponsorship of 


the greatly revised EEI Awards 
Program. 

Two companies—West Penn Power 
Co. and The Dayton Power and Light 
Co.—each won two awards and six 
other companies won individual 
awards. 

The plaques were presented to 
winning companies in four major 
contests—Commercial, Industrial, 
Residential and Farm. Each contest 
was divided into three classes—Class 
A for companies with 300,000 or 


more customers, Class B for compa- 
nies with between 100,000 and 300,- 
000 customers; and Class C for com- 
panies with less than 100,000 cus- 
tomers. 

The requirements in the Farm 
Market were different from those in 
the other three contests—Class A 
was for companies with 30,000 or 
more farm customers; Class B for 
companies with between 15,000 and 
30,000 farm customers and Class C 
for companies with less than 15,000. 





EEI Commercial Market Sales Promotion Awards are presented by Mason C. Albrittain, chairman of the 
Institute’s Awards Committee, to representatives of winning companies. From left are: John B. Rhea, West Penn 


Power Go., Class A; John L. 


Electric Co., Class 
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Beaver, Metropolitan Edison Co., Class B.; Warren K. Lewellen, Suburban 
C. 
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Mason C. Albrittain presents EEI Farm Market Sales Promotion Awards to representatives of winning com- 
panies. From left are: Lamar T. Wansley, Georgia Power Co., Class A; Herbert Sowders, The Dayton Power 
and Light Co., Class B; Carl E. Jeerings, Rochester Gas and Electric Co., Class C 


In the Commercial category, 
plaques were presented in recogni- 
tion of outstanding programs result- 
ing in increased use of electricity for 
commercial purposes. Winners were: 
Class A—West Penn Power Co., 
Pennsylvania; Class B— Metropoli- 
tan Edison Co., Pennsylvania; Class 
C—Suburban Electric Co., Massa- 
chusetts. 

For carrying out promotional pro- 
grams resulting in increased indus- 
trial production, improved products 
and working conditions through 
electrical usage, awards were pre- 
sented in the Industrial contest as 
follows: Class A—West Penn Power 
Co., Pennsylvania; Class B— The 
Dayton Power and Light Co., Ohio. 
There were no entrants in Class C 
of this contest. 

Residential awards were presented 
to recognize outstanding promotional 
programs fostering the modern elec- 
tric way of living. Winners were: 
Class A—Pacific Gas and Electric Co., 
California; Class B— Monongahela 
Power Co., West Virginia. No en- 
tries were received in Class C of the 
Residential contest. 

Farm Market awards were offered 
in recognition of outstanding pro- 
grams promoting increased use of 
electricity on farms. Winners were: 
Class A—Georgia Power Co., Geor- 
gia; Class B—The Dayton Power and 
Light Co., Ohio; Class C—Rochester 
Gas and Electric Corp., New York. 

The plaques were presented by 
Mason C. Albrittain, chairman of the 
EEI~* Awards Committee and vice 
president and general sales manager 
of Baltimore Gas and Electric Co., 
at a luncheon, March 26. 
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John S. C. Ross, left, accepts Class A Residential Market Sales Promotion 


Award for Pacific Gas and Electric Co., and 


J. R. Waters, Jr., right, 


accepts the Class B award in this category for Monongahela Power Co., 
Mason C. Albrittain, center, made presentations. 


EEI Industrial 
Market Sales Pro- 
motion Awards 
in Class A division 
were won by West 
Penn Power Co., 
represented by F. F. 
Dickmann, left, and 
The Dayton Power 
and Light Co., Class 
B, represented by 
Firman Knipp, 
right. Mason C. 
Albrittain gives the 
awards. 
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Work of Groups, Committees, Allies 


Commended at Sales Conference 


By T. O. McQuiston 


Chairman, EEI Commercial Division Executive Committee 
Excerpts from remarks before the 24th Annual Sales Conference of EEI, Chicago, Ill., March 26, 1958 


to the success of this confer- 

ence is a recent policy decision 
by the EEI board of directors relat- 
ing specifically to national leadership 
and promotion of everything that is 
electric. 

The Commercial Division Executive 
Committee, in a report to the EEI 
directors, sought a decision as to 
whether the EEI Institute will as- 
sume the national leadership in a 
movement to sell electricity—or the 
all-electric way of living—to the ex- 
clusion of any other method of living. 

To be more specific, the Committee 
desired to know if the Institute will 
take national leadership within the 
electrical industry to promote electric 


Oe of the contributing factors 


heating — including cooking, water 
heating, clothes drying and space 
heating. 


The directors unanimously passed a 
motion to entertain a national plan 
devoted to promotion of better elec- 
trical living, designed to sell lighting, 
housepower and competitive heating 
devices in competition with other 
fuels. 

This recent action, which sets the 
policy of your Institute, is very sig- 
nificant. It indicates that there are 
no longer any qualifications as to our 
future course. 


HOUSEPOWER Program Successful 


In the past few years we have ex- 
hibited national leadership. I refer to 
the HOUSEPOWER program that is 
meeting a high degree of success. It 
was only a few years ago that the in- 
dustry was looking for ways and 
means of overcoming the bottleneck 
to future growth of electricity result- 
ing from poor wiring conditions. 

It is not my point at this time to 
describe the results of our national 
HOUSEPOWER effort, but rather to 
give credit to the Wiring Promotion 
Committee and our allies for the won- 
derful job that has been done and, 


particularly, to give credit to the 
member companies who have sup- 
ported this outstanding activity. 

Further evidence of national unity 
is the effort now being made to sim- 
plify the standards for electric water 
heating in order that manufacturers, 
distributors and dealers can make an 
adequate profit from this business. 
Under the leadership of Paul Brooks, 
Chairman of this Electric Water 
Heating Study Committee, great prog- 
ress has been made, and it is the hope 
that in the near future all of the mem- 
bers of EEI will find ways and means 
of adopting some national standards 
that will be acceptable to the indus- 
try. 


To Coordinate Industry Effort 


This brief and highlighted report 
on the activities of your Commercial 
Division actually is not a report at 
all. It does not contain a detailed de- 
scription of the activities of either 
the Groups or the Committees. It 
merely includes those developments 
that will serve to illustrate the way 
in which our companies have worked 
together in an effort to coordinate 
our industry efforts. 

My remarks will not do justice to 
the tremendous amount of work ac- 
complished by the committees this 
year. 

The reports that are issued from 
time to time by Edison Electric In- 
stitute will give full information. 

As you know, the responsibility of 
all committee activity falls on the 
shoulders of the five Group Chairmen. 
They are the men whose reports con- 
tain the story and it is from their 
reports that I have selected a few ex- 
amples. 

The Group Chairmen who have beer. 
so faithfully conducting the business 
of the Commercial Division for the 
past year are H. R. Jones, West Penn 
Power Co., who heads the Commercial 
Sales Group; M. O. Whithed, Atlantic 
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City Electric Co., who heads the Farm 
Group; R. L. Coe, Union Electric Co., 
who heads the Residential Group; 
Frank E. Wiatt, Cincinnati Gas & 
Electric Co., who heads the Industrial 
Power & Heating Group, and B. L. 
Palm, Central Illinois Public Service 
Co., who heads the Special Services 
Group. 

There also have been two special 
committees. One is for the HOUSE- 
POWER program mentioned before, 
under the leadership of E. O. George, 
Detroit Edison Co., and the Advertis- 
ing Committee that has been of great 
value to all of the groups mentioned, 
and which is headed by Herb Briggs, 
Duquesne Light Co. 

To present a picture of some of the 
activities of the Industrial Power & 
Heating Group, it will be interest- 
ing to know that it is exploring the 
development of an intensive two-week 
program designed to contribute to the 
continuing development of utility in- 
dustrial sales personnel. Its objective 
is to prepare individuals for more 
effective work in their chosen profes- 
sion through a better working knowl- 
edge of the background and compo- 
nents of the job. More will be heard 
about this new project. 


Reports Cover 44 Companies 


The committees in this group have 
issued reports covering the industrial 
sales organization and operations of 
44 operating companies for distribu- 
tion to heads of sales departments. 
They have also issued the 8th annual 
Isolated Plant and Absorption Refrig- 
eration Report covering installations 
and removals of isolated generating 
plants and absorption refrigeration 
equipment in the service areas of the 
companies represented in the groups. 
They, too, have completed eight new 
chapters of a power sales manual that 
is used throughout the industry. They 
have cooperated with the Industrial 
Electrification Council in conducting 
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the 3rd National Industrial Electric 
Heating Conference that was held in 
February of this year. It was attended 
by 221 of the electric utility indus- 
trial sales departments, as well as 
manufacturers of industrial electric 
heating equipment. In this connection, 
it is important in knowing that 
44 electric utilities have now pur- 
chased the metal sheath electric 
heater course and it has been pre- 
sented to a total of 10,000 people rep- 
resenting industrial customers. 


Farm Better Electrically Grows 


Many are well acquainted with the 
Farm Better . .. Electrically program 
announced a year ago at this Confer- 
ence. It has received wide acceptance 
throughout the electrical industry. 
More than 70 electric companies are 
using the theme and the promotion 
material. It has been a strong force 
in coordinating the sales efforts of 
power suppliers, manufacturers and 
dealers in a unified effort to increase 
the sales of farm productive equip- 
ment. 

In discussing the Residential pro- 
gram, it is important to mention the 
EEI and NEMA calendar of promo- 
tions in which 140 utilities partici- 
pated by purchasing materials for one 
or more of the campaigns. Sales of 
dealer kits for 1957 totaled more than 
100,000. It is difficult to recall a co- 
ordinated campaign idea that has 
been as actively supported by the en- 
tire electrical industry as this one 
which has been of material value to 
both the Live Better . . . Electrically 
program and the national magazine 
editorial field. 


Dealer Workshops Helpful 


Another very outstanding contribu- 
tion has been the regional dealer 
workshops that are held in various 
paris of the country in which the ma- 
jority of our member companies ac- 
tively participate. 

And there was the very highly suc- 
cessful Live Better . . . Electrically 
Women’s Conference in January of 
this year and last. At the last meet- 
ing, 270 home service people partici- 
pated from 34 different states, as well 
as from Canada and Hawaii. We must 
pass out the bouquets for the ladies 
because they have done a magnificent 
job in building the prestige and the 
importance of home service in the 
electric utility field. 
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For a number of years, we in the 
electric utility industry have been 
talking a lot about the importance of 
lighting but have done very little 
about it. This year, under the excel- 
lent leadership of Art Stroud, the 
problem of home lighting has been 
studied from an industry point of 
view. They have issued a report to 
the Commercial Division Executive 
Committee that is thorough and com- 
plete and brings into focus the value 
of home-lighting load, the problem of 
coordinating the efforts of all of our 
allies in the lighting industry, and 
have made complete recommendations 
for ways and means of promoting and 
financing a national effort. Every 
company will receive this very fine 
report which is designed to focus ou 
attention on this very important but 
forsaken field. It is my hope that 
every company will give it careful 
study and that the industry may find 
a way of developing a long-range pro- 
gram that will place lighting on an 
equal level with all other phases of 
load building activity. My hat is off 
to Art Stroud and his very excellent 
committee which has devoted much of 
its valuable time to making a contri- 
bution in this field. 

And while discussing the subject of 
lighting, it is important that we rec- 
ognize the work of the Better Light- 
Better Sight Bureau. Its Chairman, 
Walter McKie, reports that the Bu- 
reau is really in orbit this year. In 
the school field it has introduced a 
plan for putting its information about 
lighting into the hands of teachers at 
the expense of participating utilities, 
but with virtually no effort on the 
part of these utilities. At the present 
time, 80 companies have signed for 
the plan for the first half of this year, 
and a vast amount of materials has 
already been sent out to the service 
areas. The Bureau has come up with 
a fine idea in making it possible for 
us to tell a lighting story to our cus- 
tomers through their children with a 
minimum of effort on our part. I am 
sure that many more of our member 
companies will want to join this pro- 
gram in its September phase. 

It should be told that the Com- 
mercial Lighting Committee has de- 
veloped a series of four direct-mail 
pieces and a sales brochure that has 
proved extremely effective for utility 
use. 


Likewise, the Street Lighting Com- 
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mittee is working on a comprehensive 
street lighting manual which should 
be ready for publication later in the 
year and can be used for training as 
well as education on this subject. 

An outstanding job is being done 
by the Electric Space Heating and 
Air Conditioning Committee. It is 
developing an electric space heat- 
ing handbook that will be of great 
help to sales and engineering people 
concerned with electric space heating 
in residences, commercial establish- 
ments and industrial plants. It will 
be a basic reference for architects and 
consulting engineers as well. This 
manual, along with data sheets on 
space heating, will fill a very impor- 
tant demand that we have had from 
many member companies. 


Commercial Cooking Campaign 


In the next few weeks the Commer- 
cial Cooking and Water Heating Com- 
mittee will announce the availability 
of a new commercial cooking cam- 
paign with mailers and data sheets 
that can be used by member compa- 
nies. 

The Market Research Committee 
has been making some studies of the 
reasons for the fluctuation in kilo- 
watt-hour sales by companies, regions 
and nationally. Some very interesting 
information has been uncovered on 
this subject which is of interest to 
every member. 

I am sure that in such a short space 
of time I have overlooked some of the 
most important projects that have 
been undertaken by our many stand- 
ing and special committees. However, 
I would like to remind you of the fact 
that all of these people are trying to 
interpret your needs and trying to 
make your job a little bit easier, espe- 
cially from a national leadership point 
of view. 


Thanks Committee Members 


All I can offer at this time is 
“thanks” to every member who has 
served on these committees, and may 
I say with great respect that you have 
rendered a very valuable and construc- 
tive service to your industry. Also, 
may I say to you that I hope you will 
continue to give these committees the 
kind of support that they will need in 
order to represent you adequately at 
the national level. 

Not to recognize the very fine staff 

(Continued on page 128) 
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INDOOR CLIMATE COMFORT CHART 
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Air motion continuous at five to eight air changes per hour. 
Figure 1 
The Comfort Twins Will Bri New E 
in Air Conditioni 
By Glydewell Burdick 
Secretary, Wisconsin Power and Light Co. 
HERE is no question whether the humidity. The resulting service to  illusioned and dissatisfied with “air 
statement in the title will occur. the consumer is referred to as humid- conditioning.” It does not do what 
The only real question is when it ity control air conditioning. they expect it should do. Many people 
will occur. This is important to our So far the second twin, positive don’t like it, and refuse to use it. It 
customers, who are spending good control of air moisture, has been does bring welcome relief during the 


money for equipment which can do 
only half a job. It is important to us 
because, when suitable equipment is 
available, air conditioning load factor 
will cease to be an abomination to 
most of us, and will be greatly im- 
proved for all but a very few of us. 

The comfort twins are positive con- 
trol of air temperature, coupled with 
positive control of air moisture, or 


neglected, and has had to get by on 
left-overs. Such moisture reduction as 
is provided has been only a by-product 
of cooling. Thus the amount of mois- 
ture reduction afforded has depended 
on how much cooling is needed from 
time to time. There has been no con- 
trol of humidity, in the sense that 
temperature is controlled. 

Many people are disappointed, dis- 
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hottest hours, but is useless or defi- 
cient at other times, including the 
sleeping hours of most nights. 

When equipment is provided which 
gives positive control of air moisture 
at all times, most objections to air 
conditioning disappear. ._When the 
other factors affecting comfort are 
taken care of, all the objections dis- 
appear. 
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Airy and springlike 
No musty odors 


Constant supply of fresh air 


SAVING OF MONEY ..... 
Furniture 


Clothing 
Leather goods 
Fabrics 
Bedding 
Packaged foods 


Steel does not rust 


Lower cleaning bills 
Clothing 
Rugs 
Upholstery 
Curtains and drapes 





ADVANTAGES OF HUMIDITY CONTROL 


COMFORT..... Evenly pleasant, with no chilly, clammy or sticky feeling 
Continuously dry, night and day 


Outside noise is excluded, all the time. 


MEALTM ....2. Restful sleep, all night, every night! 
Removal of dust, pollen and odors 


Food tastes better, -- better diet. 


CONVENIENCE, AND SAVING OF WORK..... 
Dry -- no dripping pipes or toilet tanks 
Dry -- no sweating of concrete slab floors, and no puddles of water to mop up 
- Dry -- no sweating or rusting of registers or ducts in the conditioned space 
Clean -- dust, fly and bug troubles reduced 
Clean -- less labor to keep the home clean 


No summer moisture or mildew damage to: 


Woodwork (warping or swelling) 


Less expense seeking comfort away from home 








Figure 2 


The reasons for this are apparent 
from the Indoor Climate Comfort 
Chart (Figure 1). The positive control 
of humidity, air motion and' tempera- 
ture all are essential to the control 
of the sense of warmth. Cooling equip- 
ment controls temperature, while hu- 
midity wanders on up the scale, espe- 
cially at night. Over most of the 
country you simply cannot keep hu- 
midity below 60 per cent in an average 
home, without using some means for 
drying the air that does not lower the 
room temperature. 

The outstanding quality of positive 
humidity control is that it can keep 
the air dry under any and all weather 
conditions. Then the house can com- 
fortably be kept closed whenever 
desired. This opens the door to a host 
of benefits to the consumer, which 
either cannot be attained or can only 
be partially attained with conventional 
equipment. These benefits are shown 
in Figure 2. 

The lack of air conditioning in the 
full sense is today’s weak link in 
electric year-round climate control in 
the home. It does not meet the stand- 
ard of Live Better Electrically, and 
must be strengthened. Absorption air 








conditioning equipment as now known 
is unable to meet and solve this prob- 
lem in an economical manner. Elec- 
trically driven mechanical equipment 
can do so, easily. 

It is time that you and I and every- 
one in the electric power supply indus- 
try, rolled up our sleeves and got the 
quality of “air conditioning” off dead 
center. It is time to get the neglected 
twin out in the open, and put him to 
work. Our prompt effort will advance 
accomplishment, perhaps by five years. 
This is long overdue, stalled by a road 
block that we can help break if we will. 

Although the experts have long 
known the requirements, almost no 
effort has been made to develop the 
market for air conditioning in the full 
sense.* On the contrary, the lack of 
suitable unitary equipment, and the 
high price and engineering headaches 
of any contractor attempting tailor- 
made modifications in the field, have 
served to discourage and block develop- 
ment. It is only the well-heeled and 
persistent consumer who gets what is 


*It should be stated that one national manufac- 
turer began to produce and market humidity 
control units in 1956. Unfortunately this is not 
well known, as this manufacturer does little ad- 
vertising. 
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needed; and to do so he must over- 
come the objections of and sell the 
idea to a reluctant contractor. 


What is needed is mass production 
and marketing of suitable equipment, 
and an educational program to let the 
public know what air conditioning 
really means. True, it will cost more 
than air cooling, both in first cost and 
operating cost. Also it will give satis- 
faction, and is worth the cost. 

Manufacturers already have the 
know-how. The mass-produced price of 
a %4 ton straight dehumidifier, say 
$200 including humidistat control, 
puts a ceiling on the extra first-cost 
of suitable equipment. The additional 
energy required lies somewhere in the 
range of 1400 to 3000 more kwhr per 
year for most of the country. 


Weather Data to Be Issued 

You may rightfully question the 
claim that the need for positive con- 
trol of humidity is almost country- 
wide. The answer is to be found in 
significant weather data for about 20 
locations across the country, which 
has been collected by the Electric 
Space Heating and Air Conditioning 
Committee of the Edison Electric In- 
stitute. This and other information is 
included in the Committee’s report 
which will be issued soon sent to EEI 
members. 

The size of the potential market 
for humidity control air conditioning 
is almost co-extensive with the market 
for air cooling, or “air conditioning” 
as it is known today. It is somewhat 
less, to the extent that air cooling does 
a fair job around the clock in the dry 
southwest, the Rockies, and the north- 
ernmost fringe. It is somewhat more 
in the rest of the country, and in- 
creasingly more as consumers learn 
the facts. It might be measured by 
the extent to which people have come 
or will come to dislike or be dissatis- 
fied with the results provided by con- 
ventional air conditioning, but would 
accept real service. 


The reason why I am so confident 
in these statements is partly because 
my family and I, since 1953, have lived 
with both kinds of air conditioning in 
our own home. Air cooling is a frus- 
tration, but real air conditioning is 
wonderful! Don’t let another summer 
go by without having it in your own 
home, and learning the facts first- 
hand. One of my associates did so last 
summer, and you couldn’t take away 
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his large dehumidifier without giving 
him something better. 

It is amazing that it has been possi- 
ble to sell this abstract idea to the 
extent that it has now been accepted, 
while almost no one has experienced 
living in a home which is air con- 
ditioned in the full sense. The plausi- 
ble explanation is that a lot of people 
have a good idea of the shortcomings 
of conventional equipment. A con- 
siderable number are anti-air condi- 
tioning, and won’t have it. But only a 
privileged and persistent few have 
lived with real air conditioning and 
know what it does. 


Good Example Needed 

Surely it is our move to provide a 
good example by installing humidity 
control air conditioning in our sales 
rooms and offices, where it can be felt 
and seen by our customers and em- 
ployees. Wisconsin Power and Light 
Co. is doing that; most of the installa- 
tions will be complete this summer, 
and the remainder in 1959. 

True air conditioning is complex, 
and not easy to explain. This may be 
a major reason why manufacturers 
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A Testimonial 


“Let me say that air conditioning 
at its best is far more than just 
cooling or heating. It is tempera- 
ture and humidity control. It is the 
cleansing and circulation of air. It 
is ventilation. If you have air con- 
ditioning at its best, you have all 
of these and you have them simul- 
taneously.” — Cloud Wampler, 
Chairman of the Board, Carrier 
Corp., speaking at the Government- 
Industry Symposium on Air Con- 
ditioning at Washington, D. C. 











have not attempted to produce and 
market the required equipment. The 
consumer education job may look too 
big for them to undertake alone. Also, 
this may hold more immediate gain 
for electric companies than it does 
for manufacturers. 

It appears to be an essential pre- 
liminary for electricity suppliers to 
take the full air conditioning story to 
the public, and thus encourage manu- 
facturers to mass-produce suitable 
equipment. 

Will customers listen to the story of 
humidity control and complete air 
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conditioning? In talking to general 
groups, both men and women, my 
experience is that they will listen. It 
has not been easy for the multitude to 
find out what good air conditioning is. 
Many are hungry for information, and 
some already have a surprising grasp 
of the subject. Some are out ahead of 
the industry serving them. 


Public’s Knowledge Vital 


We electric utilities have a vital 
interest in the public promptly learn- 
ing the standards for good air condi- 
tioning performance, good heating 
performance, and year-round climate 
control performance. This will radi- 
cally change the load pattern of both 
electric heating and summer air con- 
ditioning loads as they are known 
today. It will have a heavy impact 
upon energy sales, and upon the level 
of the rates we will be charging in 
the years to come. 

Action by individual companies will 
get the ball rolling. Rapid progress 
will require high-level leadership in 
our industry, and the co-operation of 
a few forward-thinking manufac- 
turers. 





EEI Convention Program Forecasts Bright, Challenging Era 


for the ladies. The Ladies’ Luncheon 
and program of entertainment will be 
presented in the Ballroom of the Som- 
erset Hotel, beginning at 12. A fash- 
ion show will follow the luncheon and 
at 3 p.m. a visit to the outdoor art 
exhibit in Public Garden is planned. 

Boston has many historic sites 
which the ladies may wish to visit 
during their leisure hours. Frequent 
tours are available. 


Registration Data 

To accommodate those who wish to 
arrive in Boston during the weekend, 
registration facilities will be set up 
Sunday, June 8, in the lobbies of botin 
the Sheraton Plaza and Statler Ho- 
tels, from 1 p.m. to 5 p.m. 

It is urged that registration be ac- 
complished as soon as possible upon 
arriving in Boston. The registration 
fee of $15.00 will cover attendance at 
all business sessions and social func- 
tions and will include family members 
accompanying registrants. Badges for 
gentlemen and pins for ladies are re- 
quired for admission to both the busi- 
ness sessions and social functions. 


(Continued from page 105) 


They are available only upon registra- 
tion. 

The registration schedule follows: 

Sunday, June 8—1 p.m. to 6 p.m.— 
Lobbies of Sheraton Plaza and Statler 
Hotels. 

Monday, June 9—8:30 a.m. to 12 
noon—Lobbies of Sheraton Plaza and 
Statler Hotels; 1:30 p.m. to 5 p.m.— 
John Hancock Hall. 

Tuesday, June 10—8:30 a.m. to 5 
p.m.—John Hancock Hall. 

Wednesday, June 11—8:30 a.m. to 
3 p.m.—John Hancock Hall. 

Because of the expected large at- 
tendance at this year’s Convention 
and the “tight” hotel situation in Bos- 
ton, it is suggested that reservations 
for hotel accommodations be made as 
soon as possible. Although hotel res- 
ervation applications have been sent 
to EEI member companies, additional 
applications are available upon re- 
quest to Edison Electric Institute, 750 
Third Ave., New York 17, N. Y. The 
applications should be mailed to H, R. 
Cornetta, Housing Director, Conven- 
tion and Tourist Bureau, 80 Federal 
St., Boston 10, Mass. 


Boston is served by several major 
airlines and railroads and bus lines, 
so there should be no difficulty in mak- 
ing satisfactory travel arrangements. 
Reservations should be secured early, 
however, to insure obtaining the kind 
of travel accommodations desired. 


Convention Daily Newspaper 

The Convention’s own daily news- 
paper, as in the past, will be published 
again this year by Electrical World, 
carrying reports of the General Ses- 
sions, a roster of Convention regis- 
trants and other news of general 
interest. Issues will be dated Mon- 
day, Tuesday and Wednesday, al- 
though the Monday edition will be 
available Sunday evening for the con- 
venience of those who arrive early. 

Early June temperatures in Boston 
usually range in the low 70’s, a study 
of weather conditions in recent years 
shows. However, the weather pattern 
for June 1-15 for many years has in- 
cluded rain one day out of four. So it 
is suggested that those attending the 
Convention bring some form of rain 
cover. 
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American Standards List and Index 
Available Free from ASA 


FREE copies of the new List and Index of American Standards are 
available from Dept. DD-7, American Standards Association, 70 East 
45th St., New York 17, N. Y. Just published by ASA, this 67-page booklet 
lists the 1723 voluntary national standards approved by the ASA. 

These standards were developed by national organizations concerned 
with standards formulation and working either under their own auspices 
or within the framework of the ASA. 

Many thousands of experts served on the technical committees of these 
organizations and on the 225 national committees organized under ASA 
procedures. 

Of these standards, 329 are in the electrical field; civil engineering and 
construction, 258; photography and motion pictures, 264; textiles, 197; 
mechanical engineering, 172; safety, 168; ferrous and nonferrous mate- 
rials and metallurgy, 117; petroleum, 84; chemicals, 69; acoustics and 
mechanical shock and vibration, 24; mining, 18; automotive, 12; rubber, 
11; and a miscellany of others, including the first American Standard for 
nuclear energy. 

There are in this edition 465 new and revised standards which were 
not listed in the 1956 edition. The publication also lists 44 international 
recommendations of the International Organization for Standardization 
(ISO) and 43 of the International Electrotechnical Commission (IEC). 
These are available in this country only from the American Standards 
Association, U. S. member of these organizations. 

The publication lists five types of American Standards. These are: 

1. Definitions, terminology, symbols and abbreviations; 2. Standards 
for materials, performance characteristics, procedure, and methods of 
rating; 3. Methods of testing and analysis; 4. Standards of size, weight, 
volume and rating; 5. Standards of practice, health and building con- 
struction. 

The booklet also gives information on how to purchase American 
Standards, discounts and prices on special series such as safety, photo- 
graphic or mechanical engineering standards. 











New Directory of Training Aids 
Published by Institute 


NEW Directory of Training Mate- 

rials, prepared for use by utility 
company sales executives and their 
sales allies, has been published by 
EEI. It was compiled by the Insti- 
tute’s Sales Personnel and Training 
Committee. 

The 14 sections in the book list 
films, slide sets, scripts, tape and 
wax recordings, complete sales train- 
ing kits, sets of booklets, manuals, 
etc., used in the training of salesmen. 

More than 150 separate items are 
listed under such headings as Basic 
Sales Principles, Electric Cooking, 
Electric Refrigeration, Electric Space 
Heating, Electric Air Conditioning, 
Electric Heat Pump, Electric Laun- 
dry, Wiring, Lighting, Principles of 








Electricity, Electric Living, Atomic 
Power, Supervisor and Management 
Training, and other subjects. The 
sections are separated by colored 
divider sheets. 

The new EEI Directory will fill a 
definite need for a publication list- 
ing such materials and showing 
prices, sources, etc., and, with its 
attractive cover, plastic binding, and 
almost 80 pages of information, is a 
useful addition to the desk of any 
electric utility company sales train- 
ing directory or others concerned 
with training personnel in selling. 

Copies of the new Directory, at 
$2.50 each, may be obtained from 
Edison Electric Institute, 750 Third 
Ave., New York 17, N. Y. 
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Housepower Comic Book 


Available from NEMA 


ra ORE Housepower to You,” a 
comic book approach to the 
adequate wiring problem, has been 
made available to all branches of the 
electrical industry by the Wire and 
Cable Section of the National Electri- 
cal Manufacturers Association, 155 
East 44th St., New York 17, N. Y. 


The book tells the all too familiar 
“black-out” story about octupus out- 
lets, a multiplicity of electric appli- 
ances and “poof goes the fuse” on the 
night of the big dinner. However, it 
goes far beyond most illustrated at- 
tempts of this kind and shows how a 
poor wiring job can be changed into 
an adequate installation quickly and 
economically. 


Electric Kitchen for Jail 
Called a ‘Must’ 


HE new city jail in Shreveport, 
La., has been equipped with an all- 
electric kitchen. 

The jail is located in the city’s new 
civic center. Capt. William H. Re- 
gions, chief jailer, reported he visited 
all types of jails in the immediate 
area, getting ideas for arrangements 
for the jail. He decided that an all- 
electric kitchen was a “must.” 

Included are two 30-gallon steam 
kettles, range, two ovens, a coffee urn, 
dishwasher and water heater booster. 

The reason for the electric kitchen, 
according to Capt. Regions, is “to pro- 
vide the best cooking possible” for 
prisoners. 





Hints for Speeding 


Mail Service 


OR faster mail service, the 
U. S. Post Office Department 
suggests: 


1. Use zone numbers; use your 
zone number in your return ad- 
dress. (It’s part of the address.) 


2. Separate local from out-of-town 
letters. 


3. Bundle your mail. 
4, Mail by noon. 


The Post Office reminds us to 
“Mail early in the day—it’s the 
faster way.” 
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Meter and Service Committee Meeting 


F. A. Salmon, Chairman 


PPROXIMATELY 75 members, 

correspondents, and guests con- 
yened at the Sheraton Hotel in Phila- 
delphia, Pa., Feb. 17-19, for the joint 
meeting of the AEIC and EEI Meter 
and Service Committees. The meet- 
ing was devoted to the discussion 
of new developments in meters and 
mete.ing equipment; development 
and review of joint industry stand- 
ards concerning metering; presenta- 
tion of subcommittee reports; and 
round table discussions on the engi- 
neering, economic, and operating 
aspects of revenue metering. 

At the Monday morning session, in 
accordance with established practice, 
various manufacturers described and 
displayed new types of meters, meter- 
ing instrument transformers, and 
metering accessory equipment. On 
Monday afternoon the four subcom- 
mittees met independently to discuss 
their various subjects and formulate 
their reports. 


Liversidge at Luncheon 


At a joint luncheon of the Commit- 
tees on Monday, Robert P. Liver- 
sidge, vice president of the Philadel- 
phia Electric Co., welcomed the com- 
mittees to Philadelphia. Mr. Liver- 
sidge congratulated the members and 
the manufacturers for their coopera- 
tion and effectiveness in preparation 
of standards for meters and metering 
equipment and their continued efforts 
to obtain an accurate metering device 
at a nominal cost. He described brief- 
ly the expansion program under way 
in Philadelphia Electric. 

W. H. Farrington, chairman pro- 
tem of the Subcommittee on Service 
Equipment; S. B. Vaughn, chairman 
of the Subcommittee on Meters and 
Metering Equipment; A. W. Rauth, 
chairman of the Subcommittee on 
Codes and Rules; and G. W. Gerell, 
chairman of the Subcommittee on 
Meter Department Management, all 
presented their reports. 

It was announced by G. B. M. 
Robertson, chairman of the AEIC- 
EEI-NEMA Joint Committee on 
Watthour and Demand Meters, that 
MSJ-10, Standards for Watthour 
Meters, had been published. 

The need, development, and appli- 


cation of a general purpose multi- 
stator watthour meter was discussed 
by C. V. Morey. He pointed out that 
such a meter was now commercially 
available and asked how many mem- 
bers planned to eventually use this 
meter in lieu of other multi-stator 
meters? Discussion disclosed that 
few companies planned to discontinue 
use of the conventional multi-stator 
meters at this time. Difficulties in 
applying the new general purpose 
multi-stator meter to existing rate 
schedules were cited as one reason for 
procrastination. 

A task force consisting of W. J. 
Piper, as chairman, F. G. Josberger, 
and L. O. Steger presented a progress 
report on the cost of meter testing 
using man-hours as the basis for com- 
parison. It was found results were 
reasonably close for similar opera- 
tions. The task force was requested 
to analyze the answers to the ques- 
tionnaire in more detail and see what 
additional information was available. 

The task force studying application 
of statistical sampling methods to the 
testing of watthour meters, under 
chairmanship of J. A. Morris, pre- 
sented a report. W. C. Harrison in- 
dicated that the results obtained from 


_ the first year’s experience with the 


sampling procedure had proved high- 
ly satisfactory and that many impor- 
tant and interesting facts have been 
brought to light that could not have 
been secured from any former method 
of scheduling. 


VEPCO Corrects Conditions 


The Virginia Electric and Power 
Co. feels that it can more efficient- 
ly direct its energies toward cor- 
recting those conditions that are 
known to exist rather than spend 
many hours of time testing the great 
quantities of meters that it knows 
will hold their accuracies for years to 
come. This company started sample 
testing on Feb. 1, 1957, and divided 
all single phase revenue meters into 
five basic age groups selected as being 
representative of the major improve- 
ments developed by the various manu- 
facturers over the years. C. V. Morey 
indicated that the results of the appli- 
cation in New York for permission 
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to apply statistical sampling methods 
to the testing of watthour meters has 
not been received. He said proper 
application of statistical sampling 
methods will indicate a trend in any 
type of meter which is becoming de- 
fective. 

E. B. Hicks showed the committee 
the wheel-like device used to select 
the 1 per cent sample from the billing 
addressograph list for meter testing 
during 1958. When a sample is 
chosen, in order to maintain integ- 
rity, it is mandatory to use the entire 
sample even if a very unusual case is 
encountered. 


As a result of considerable discus- 
sion it was agreed that sample test- 
ing of watthour meters was not neces- 
sarily the most economical method for 
all companies. Both the conventional 
and sampling methods should be 
carefully studied, including the local 
application, prior to deciding which 
method is more desirable for any par- 
ticular company. 


C. V. Morey described the cyclic 
load tests on single stator watthour 
meters conducted by Consolidated 
Edison Co. of New York, Inc. He 
said the modern watthour meter was 
found to be a very accurate and reli- 
able measuring device. 


Koch on Defective Meters 


H. H. Koch described an economi- 
cal method of replacing defective A- 
base meters with socket meters with- 
out major rewiring of the service en- 
trance. The box type socket is pre- 
wired at the shop and merely set in 
place of the obsolete A-base meter. 

The advantages of using compen- 
sated metering were discussed. It 
was agreed that the number of high 
voltage services and the rate struc- 
ture were determining factors in 
making an economic study of the 
problem. Under certain conditions 
considerable savings may be effected 
with satisfactory accuracy and re- 
liability. 

L. J. Beckwith presented a pictorial 
description of the various methods of 
handling and storing meters. Use of 
pallets and conveyor belts or gravity 
feed skate wheel conveyors may effect 
considerable savings where a large 
number of meters are processed. He 
pointed out there is rocm for im- 
provement in (1) the transportation 
of this equipment for actual meter 
installation and removal work, in (2) 
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reducing the number of times a meter 
is handled in the shop, and in (3) 
cleaning covers in the shop. 

A. D. Irion presented the results 
of a survey on meter requirements as 
dictated by trends in distribution sys- 
tems. The modern class 100 and 200 
single stator meters appear to satisfy 
the requirements for many years to 
come. 

The revision of EEI publication 
C-10, “Symbols for Metering Dia- 
grams,” was reviewed by G. A. 
Palmer and unanimously approved for 
publication by the committee. The 
“Bibliography on Watthour Meters,” 
AIEE publication S-100, has been 
completed and is available on order 
from AIEE. 


P. W. Hale described the steps 
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taken by Consolidated Edison to in- 
sure proper wiring of the new single 
stator network meters. Use of a color 
code system for wiring and visual 
educational devices were made in this 
area where all wiring is done by 
contractors. For this type of meters 
erroneous phase sequence on 120/208 
volt three-wire services will result 
in erroneous registration. 

J. S. Lineback gave a résumé of 
the report he presented at the AEIC 
convention in October, 1957. In this 
report, among other things, he de- 
scribed the basic principles involved 
in the application of proved statisti- 
cal sampling methods to the schedul- 
ing for test of revenue watthour 
meters and the potential savings 
which might be effected under cer- 
tain circumstances. 





Prime Movers Committee Meeting 
V. L. Stone, Chairman 


HE winter meeting of the Prime 

Movers Committee was held Feb. 
8-5, at the Penn-Sheraton Hotel in 
Pittsburgh, Pa. This was the Com- 
mittee’s 93rd meeting and its first 
visit to the Duquesne Light Co.’s area 
in a decade. The three-day meeting 
was well attended with over 100 mem- 
bers and guests participating in the 
program which was devoted largely 
to reports of subcommittees, reviews 
by liaison members of projects and 
developments in which the Commit- 
tee has an interest, and round table 
discussion. 

The group was welcomed on the 
morning of the first day by P. A. 
Fleger, Duquesne chairman of the 
board. Noting that the Committee 
had scheduled an inspection trip to 
the Shippingport Atomic Power Sta- 
tion, Mr. Fleger presented an interest- 
ing discussion on not only a number 
of the problems incident to the design 
and construction of the station, but 
also some of the broader concepts of 
atomic power development in the 
United States. 

While most of the meeting was 
devoted to round table discussion, dur- 
ing which time over 140 topics and 
problems were discussed, the morning 
of the second day was reserved for 
subcommittee and project reports. 
This allowed the Committee's 13 sub- 








committee chairmen an opportunity 
to discuss the status of the numerous 
studies and investigations in which 
these groups are engaged. 

W. C. Beattie, chairman of the Air 
Pollution Subcommittee, included in 
his report a summary of the activities 
of the ASME Committee on Air Polu- 
tion. Mr. Beattie pointed out that 
some communities in enacting local 
air pollution control ordinances, are 
adopting codes of other communities 
where aspects of the problem are sub- 
stantially different. Attention should 
be called to this situation which will 
result in unsatisfactory legislation. 

The Boilers and Combustion Sub- 
committee, under the chairmanship of 
R. A. Baker, currently is working on 
six assignments of importance to 
power station design and operating 
engineers. This subcommittee cooper- 
ates with the Turbines and Condens- 
ers Subcommittee in the preparation 
of statistical data on the availability 
of boilers and turbines that is com- 
piled for the Committee each year. 
The Boilers and Combustion Subcom- 
mittee is also studying boiler casings 
and suspensions, experience with cy- 
clone fired boilers, and low stack tem- 
perature operation. The Subcommit- 
tee has just completed a study on out- 
door boilers which was recently made 
available to the Committee. The sub- 
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committee has also accepted an assign- 
ment to study recent mechanization 
developments in power plant main- 
tenance and construction. 

M. D. Engle, chairman of the Fuel 
and Ash Handling Subcommitte, ad- 
vised that his group has completed 
a study on fly ash utilization. The 
project was undertaken at the request 
of the Engineering and Operating 
Division Executive Committee and 
will be made available to that Com- 
mittee in the near future. 

Because of continued difficulty ex- 
perienced in steam stations due to 
graphitization of piping, the Metal- 
lurgy and Piping Task Force, under 
the chairmanship of E. H. Krieg, 
sponsored several reports of recent 
graphitization experiences. Mr. Krieg 
pointed out that many companies that 
had apparently been immune to this 
problem in the past are now experi- 
encing graphitization failures. To 
provide the Committee with additional 
information on this subject, the Task 
Force had invited R. W. Emerson, 
chief metallurgist, Pittsburgh Piping 
& Equipment Co., to discuss this sub- 
ject at this meeting. 

J. W. Blake, chairman of the Oil 
and Gas Power Subcommittee, re- 
ported that equipment manufacturers 
are apparently manifesting an in- 
creased interest in supercharged 
steam-gas turbine combinations. One 
team of manufacturers has designed 
a 150,000-kw unit for natural gas 
firing. 


Andres Reports 


R. F. Andres, chairman of the 
Power Station Chemistry Subcommit- 
tee, advised that work is continuing 
on the collection and summarization 
of steam cycle iron oxide deposition 
problems experienced by companies 
represented on the subcommittee. A 
meeting of the subcommittee was 
scheduled for April 21-23, in Pitts- 
burgh, Pa. 

The Station Instruments and Con- 
trol Subcommittee, under the chair- 
manship of W. Welch, Jr., has been 
particularly active and at the present 
time has a number of projects under 
way. This group has studied opera- 
tional and design weaknesses of power 
station instrumentation and _ has 
defined certain areas requiring atten- 
tion. The subcommittee now is initi- 
ating two projects—one on the sub- 
ject of tie-line control as it affects 
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steam plant operations, and another 
on central information systems in 
steam power stations. 

Under the sponsorship of this sub- 
committee, a report by T. T. Franken- 
berg was presented on data logging 
equipment used in conjunction with 
performance tests. R. S. Albright, 
a member of the subcommittee, also 
submitted to the Committee a digest 
on the use of IBM calculating ma- 
chines for turbine heat rate tests. 

Vy. F. Estcourt, chairman of the 
Turbines and Condensers Subcommit- 
tee, advised that the results of a study 
by his group on turbine performance 
testing would be made available to 
the Committee in the near future. 
The subcommittee is also completing 
a project on rate of load pickup. Not- 
ing an increased interest in the prob- 
lems associated with overnight and 
weekend shutdowns of large units, 
Mr. Estcourt reported that the sub- 
committee is planning to undertake 
an investigation of this subject in an 
effort to compile techniques involved 
in starting-up and shutting-down pro- 
cedures that avoid unfavorable condi- 
tions which can occur during this type 
of operation. 

F. F. Mautz, chairman of the Power 
Station Structures and Facilities Sub- 
committee, reported that this group 
has undertaken studies on the sub- 
jects of power station shops and store- 
houses, and building codes affecting 
power plant construction. 

The Prime Movers Committee main- 
tains liaison in behalf of the Edison 
Electric Institute with a number of 
research projects relating to steam 
power generation sponsored by pro- 
fessional and technical organizations. 
The Committee reviews the status of 
each of these projects at its meetings 
and also considers new research pro- 
posals within its scope for which 
funds have been requested by the EEI. 
The Committee also sponsors research 
financed by the Institute where such 
programs are indicated. 

A member of the Committee is 
named to maintain liaison with each 
program to which the EEI on recom- 
mendation of the Prime Movers Com- 
mittee contributes, and where projects 
are sponsored solely by the Commit- 
tee, a steering group is appointed 
from its membership. . 

At the Pittsburgh meeting a report 
from T. T. Frankenberg informed the 
Committee of recent developments in 
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the ASME High Temperature Steam 
Generation Project and R. A. Baker 
reviewed the activities of the ASTM- 
ASME Joint Committee on Effect of 
Temperature on the Properties of 
Metals. 

On the afternoon of the second day 
Committee members and guests en- 
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joyed an inspection tour of the Ship- 
pingport Atomic Power Station. Ex- 
cellent arrangements had been made 
by E. M. Parrish. During the eve- 
nings of the first and second days 
many of the Committee members 
visited facilities of the Westinghouse 
Electric Corp., located in the area. 





Georgia Power Builds First Tubular Pole Line in Nation 


Se ges 


& 





Georgia Power Co.’s 36-mile all tubular steel transmission line is 
the first of its kind in the nation. 


iy enaenigeg by the Georgia 
Power Co. of the nation’s first 
all tubular steel transmission line now 
is under way. The line will be 36 
miles long, originating at Plant 
Yates, near Newman, and terminating 
at Morrow, 13 miles south of Atlanta. 
The line will be the second 230,000- 
volt line to be built in Georgia. Early 
in 1957 construction crews completed 
a 102-mile, 230,000-volt line from 
Yates to Bonaire, south of Macon. 
The earlier line, however, was built 
almost entirely with wooden poles, 
with the new type steel poles being 
used largely for river crossings. 
Extensive use of tubular steel poles 
for transmission lines has _ been 
avoided because of the increased cost. 
However, lines of 230,000 volts 
must be set at a far greater height 
than lines carrying a lower voltage. 
Difficulty of obtaining wooden poles 


sufficiently long figured largely in the 
decision to use tubular steel. Pole re- 
placement costs will be lessened over 
the years with the use of steel. 


The line will traverse Coweta, Clay- 
ton, and Fulton counties. Clearing of 
the right-of-way has been nearly com- 
pleted. Concrete bases on which the 
poles rest are manufactured in At- 
lanta, transported to the field, and 
placed in the ground. 

A minimum of 12 guy wires will be 
used to hold each structure upright. 
Crossarms are of the beam type, re- 
inforced by welded plates. 

Electricity generated at Plant Yates 
Unit No. 5, now under construction, 
will be delivered at 230,000 volts to 
the substation at Morrow, and stepped 
down to 110,000 and 44,000 volts. 

Total cost of the new line will be 
more than $1,300,000, or approxi- 
mately $37,000 per mile. 
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- Personals 





Harold E. Ayer, executive vice 
president, Lynn Gas & Electric Co., 
has been elected president of the 
utility, a subsidiary of the New En- 
gland Electric System. Richard L. 
Fite, Jr., assistant to the executive 
vice president since 1956, was elected 
vice president. Mr. Ayer succeeds 
James A. Cook, retired. 

A graduate of Vermont’s Norwich 
University, Mr. Ayer joined Lynn in 
1934 as a power sales engineer. He 
later progressed through several ex- 
ecutive posts, including assistant to 
the general manager, vice president- 
operations, and vice president—gen- 
eral manager. 

Mr. Fite has been with the com- 
pany since 1934. He joined the 
company as a salesman. 





George M. Brunzell recently was 
named executive vice president of 
Washington Water Power Co. Mr. 
Brunzeli, who was vice president of 
the electric utility company, will be 
responsible for the administration 
and coordination of all phases of 
the company’s operations. A 22-year 
WWP veteran, he has served as 
division engineer, assistant plant 
superintendent and plant superin- 
tendent. In recent years he has also 
been manager of the Spokane divi- 
sion and assistant to the president. 
He is a graduate of the University 
of Idaho with a degree in electrical 
engineering. He was associated with 
Idaho Power Co. before joining 
WWP in 1936. He has been vice 
president since 1957. 





Herbert L. Branan, assistant to 
the president and chief of municipal 
relations for Oklahoma Gas and 
Electric Co., has been elected vice 
president of the company. Mr. 
Branan joined OG&E as a special 
attorney in 1944. In 1955 he was 
elected assistant to the president 
and in 1957 took over the municipal 
relations activities when Malcolm 
Morrisson, vice president, retired. 

A graduate of the University of 
Oklahoma Law School, he has been 
active in government affairs. He 
served three terms in the state’s 
House of Representatives as chair- 








man of the Revenue and Taxation 
Committees, and as representative 
of Oklahoma at various congres- 
sional hearings in Washington. He 
was also assistant to Oklahoma’s 
Gov. Leon C. Phillips. 





L. J. Baudino, assistant general 
manager, Western Colorado Power 
Co., has been named vice president 
and general manager of the com- 
pany, succeeding J. A. Bullock, who 
retired April 1. 

An electrical engineering gradu- 
ate of the University of Colorado, 
Mr. Baudino has been with Western 
Colorado Power since 1935. He be- 
came assistant general manager in 
1952. 


A veteran utilityman, Mr. Bullock 
was employed by the Telluride 
Power Co. in the early part of the 
century. He joined Utah Power & 
Light Co. in 1916 as a salesman after 
he was graduated from Brigham 
Young University. In 1937 he was 
promoted to general manager of 
WCP. In 1947 he was elected vice 
president. In 1951, his company rec- 
ognized Mr. Bullock’s efficient and 
fruitful work over the years and 
named its new multi-million dollar 
steam-electric plant in Montrose the 
“Jim Bullock” plant. 





C. H. Schwaner, treasurer-secre- 
tary, and M. T. Anthony, general 
sales manager, have been elected 
vice presidents of Tampa Electric 
Co. Mr. Schwaner is vice president 
of finance and Mr. Anthony is vice 
president in charge of sales. Mr. 
Schwaner began his utility career 35 
years ago when, in 1923, after at- 
tending Texas A&M College, he 
joined Eastern Texas Electric Co. as 
chief clerk. He joined the Tampa 
utility in 1947 as treasurer and sec- 
retary, after serving in a similar 
capacity with the Savannah Electric 
& Power Co. 

Mr. Anthony had been general 
sales manager since 1955. After at- 
tending Massachusetts Institute of 
Technology, he entered the utility 
business in 1922, serving with what 
is now the Brockton-Edison Co. He 
served with several electric utility 
companies until 1935, when he was 
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named sales manager at Tampa Elec- 
tric. 


Charles D. Lyon, general commer- 
cial manager, The Potomac Edison 
Co., recently was elected vice presi- 
dent, responsible for the centralized 
activities concerned with marketing, 
advertising, public relations, mer- 
chandising, area development and 
power sales engineering. He also 
will be concerned with coordination 
of these activities in the four com- 
panies comprising the The Potomac 
Edison System. 

Mr. Lyon joined the advertising 
department of Potomac’s “sister” 
company—West Penn Power Co.—in 
1929, two years after his graduation 
from Yale. In 1939 he became ad- 
vertising manager for all operations 
of Potomac. In 1953 he was made 
promotional manager and in 1957 
was promoted to general commercial 
manager. He has served as secre- 
tary, director and vice president of 
Public Utilities Advertising Associa- 
tion. 


Promotion of B. E. Lowe to vice 
president and assistant to the presi- 
dent has been announced by Sierra 
Pacific Power Go. He joined SSP 
late last year, coming from Trans- 
Canada Pipe Lines, Ltd., where he 
had served as sales manager. His 
previous utility experience includes 
positions as division engineer with 
Southwestern Light & Power Co.; 
research engineer for Continental 
Oil Co.; manager of industrial sales 
for Southwestern Power Co. 


He also served with a number of 
other electric utility companies. 





Peter C. Dirksen, general manager, 
was recently named vice president 
and general manager of New Bed- 
ford Gas & Edison Light Co., suc- 
ceeding the late Ralph M. Miller. 
Mr. Dirksen also was named to the 
board of directors of New England 
Gas & Electric Service Corp. A reg- 
istered professional engineer, he be- 
gan his utility career with the New 
Bedford company, following his 
graduation from MIT in 1924. He 
was advanced to general superinten- 
dent of the company in 1988. He was 
promoted to general manager in 
1950. 
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Laurence E. Didier has been 
named secretary of Louisiana Power 
& Light Co. A graduate of St. 
Aloysius College in New Orleans, 
Mr. Didier joined a _ predecessor 
company of LP&L in 1928 as a 
stenographer. He held positions of 
paymaster, chief clerk, and time- 
keeper and materials man. In 1932 
he was appointed secretary to R. M. 
Salvant, secretary of the company, 
who died Feb. 15, 1958, and in 1940 
he was appointed assistant to the 
president. Only a few days prior to 
the death of Mr. Salvant, Mr. Didier 
was named assistant secretary of 
the company. William T. Hess, vice 
president and chief engineer, suc- 
ceeds Mr. Salvant as a member of 
the board of directors. 





Avery R. Schiller, president and 
general manager of Public Service 
Co. of New Hampshire since 1942, 
was selected as “Man of the Year” 
by the Manchester, N. H. Chamber 
of Commerce. Associated with the 
electric utility company since its 
formation in 1926, Mr. Avery was 
hailed as “one of the real leaders 
in bringing Manchester ‘off the floor’ 
in the 1930's.” 





Ed F. Dissmeyer, chief engineer 
for The Ohio Edison Co. since 1952, 
and Elmer A. Rothfus, general sys- 
tem planning engineer for the past 
two years, have received new posi- 
tions. Mr. Dissmeyer, reporting to 
the president, will handle special 
engineering and operating assign- 
ments and Mr. Rothfus becomes 
chief electrical engineer, reporting 
also to the president. A graduate of 
the University of Nebraska, Mr. 
Dissmeyer in 1926 joined the or- 
ganization which, together with its 
successor, has performed engineer- 
ing services for Ohio Edison Co. Mr. 
Rothfus is a graduate of Montana 
State College and has been associated 
with Ohio Edison since 1946. 





M. A. Kirk, personnel manager, 
Central Illinois Public Service Co., 
was named manager of the newly 
established personnel and safety de- 
partment, following consolidation of 
the personnel and safety and insur- 
ance departments. He will continue 
to direct the company’s personnel 
program. A graduate of University 
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of Michigan, he was administrative 
assistant to a vice president of 
People’s Gas Light & Coke Co. in 
Chicago before joining CIPS in 
1954 as personnel manager. 





Howard M. Swartz, a member of 
the Duquesne Light Co. legal staff 
for 18 years, has joined West Penn 
Power Co. as director of legal ser- 
vices. He was graduated from Har- 
vard University and the University 
of Pittsburgh Law School. After 
six years in general law practice, 
he joined the law department of the 
Pittsburgh electric utility company 
in 1939. 


E. F. Johnson, general superinten- 
dent for Southern Nevada Power Co., 
has been promoted to vice president. 
He will continue to supervise the 
operation and maintenance of power 
plants and the construction, opera- 
tion and maintenance of distribution 
and transmission lines and substa- 
tions. He has been with SNP’s ex- 
ecutive staff since 1956. He formerly 
was with American & Foreign Power 
Co. 


Claire H. Fellows, director of The 
Detroit Edison Co.’s engineering 
laboratory and research department, 
retired April 1, after more than 38 
years with the company. A chemical 
engineering graduate of Purdue Uni- 
versity, he joined Detroit Edison in 
1919 as a chemist in the company’s 
research laboratory—the first full- 
scale research facility recorded in 
the electric power industry. He was 
named head of the chemical division 
in 1925 and appointed director of the 
department in 1952. During his De- 
troit Edison career, he undertook 
some of the first industrial studies 
to determine the behavior of steel 
when subjected to high temperatures 
and pressures and won industry-wide 
recognition as a pioneer in the study 
of water treatment and corrosion 
problems related to power plant oper- 
ation. Through these studies and 
others, he has contributed greatly to 
the high level operating efficiency 
attained by the company’s electric 
power generating stations. 

Also at Detroit Edison, Ronald E. 
Greene, assistant manager of con- 
struction, has retired after 32 years 
of service with the company. 
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J. Dean Worthington has _ been 
appointed chief civil engineer of 
Pacific Gas and Electric Co., succeed- 
ing Carl W. Appleford who has re- 
tired after 38 years of service with 
the company. 

Mr. Worthington joined PG&E in 
1940 after graduating from the Uni- 
versity of California. As head of the 
company’s civil engineering depart- 
ment, he will have responsibility for 
the structural and hydraulic design 
of hydroelectric, steam-electric and 
other large construction projects in 
the continuing PG&E expansion pro- 
gram and the engineering economic 
studies and planning for future proj- 
ects. 

Mr. Appleford was graduated from 
University of California in 1920 and 
joined PG&E shortly thereafter. Dur- 
ing his career with the company, he 
has been responsible for the struc- 
tural and hydraulic design of all 
PG&E’s large steam-electric power 
plants. 





N. J. MacDonald, president, The 
Thomas & Betts Co., Elizabeth, N. J., 
was elected chairman of the National 
Electrical Week Committee, succeed- 
ing Merrill E. Skinner, vice presi- 
dent and director of sales, Union 
Electric Co. 

Mr. MacDonald, vice president, 
National Electrical Manufacturers 
Association, organized the Electrical 
Interdependence Program shortly 
after World War II. In 1949 he was 
chairman of the National Wiring 
Bureau’s executive committee. 

Other NEW committee officers 
are: vice chairman, Col. S. R. Todd, 
past president, International Asso- 
ciation of Electrical Inspectors; sec- 
retary, Arthur W. Hooper, executive 
director, National Association of 
Electrical Distributors; treasurer, 
Harold A. Webster, president, T. 
Frederick Jackson, Inc. 





Miss Mary E. Nichols, the first wo- 
man officer in the history of Arkan- 
sas Power & Light Co., has been 
elected assistant secretary of the 
company. She assumes a post left 
vacant by the death of James L. 
Bodie, who also was treasurer. Miss 
Nichols will continue as secretary to 
the president of the company, a po- 
sition she has held since 1948. She 
joined AP&L 31 years ago as a tem- 
porary stenographer. 
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William A. Conwell, structural en- 
gineer in the design department of 
Duquesne Light Co., has been elected 
vice president, engineering and con- 
struction division. 

With Duquesne since 1937, he su- 
pervised structural engineering for 
the Shippingport Atomic Power Sta- 
tion and for the Elrama Power Sta- 
tion, in addition to extensions to 
Phillips and Reed Power Stations. 
He supervised also the design of the 
flood protection for two stations. 

A 1929 graduate of Carnegie In- 
stitute of Technology with a B.S., he 
later received a master of science 
degree in civil engineering and the 
degree of civil engineer. An instruc- 
tor in civil engineering at Carnegie 
Tech evening school, he is a member 
of the Structures and Hydraulics 
Committee of Pennsylvania Electric 
Association, the American Society 
of Civil Engineers, the Society of 
American Military Engineers and 
others. 


C. D. Hollister, who is lighting ad- 
visor of the Niagara Mohawk Power 
Corp., has been promoted to general 
sales manager of the company. Mr. 
Hollister, the 1951-52 chairman of 
the then EEI Commercial Sales Sec- 
tion (later designated Group), is the 
chairman of the Better Light Better 
Sight Committee on Communica- 
tions. A graduate of Tufts College, 
he joined Niagara Mohawk in 1928. 
After several assignments in the 
field of lighting and appliance sell- 
ing, he was appointed lighting ad- 
visor. 





William R. Poole, residential sales 
manager, The Toledo Edison Co., was 
named to the newly created post of 
general sales manager of the com- 
pany. He will direct all the com- 
pany’s sales activities, including 
residential, industrial, commercial, 
farm and industrial development. 
Robert M. Taylor, manager of dealer- 
builder relations, becomes residen- 
tial sales manager. 

Mr. Poole attended Ohio State 
University and joined Toledo Edison 
in 1936 as a commercial lighting 
salesman after four years with Gen- 
eral Electric Co. He was away from 
the utility from 1943-1948. He or- 
ganized the industrial development 
department in 1951. Mr. Taylor at- 
tended the College of Engineering 
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at University of Toledo and joined 
the electric company in 1949 as a 
commercial lighting representative. 
Mr. Taylor was succeeded by Roy 
Cass, dealer-builder representative, 
as manager of dealer-builder rela- 
tions. 


Roy M. Godwin, manager of the 
safety department, Philadelphia 
Electric Co., retired March 1, after 
40 years in accident prevention work. 
He joined Philadelphia Electric in 
1927 after having worked for the 
United Gas Improvement Co. and 
the Northern Indiana Gas and Elec- 
tric Co. His first job with the com- 
pany was superintendent of safety. 
He became safety director and later 
manager of the safety department. 
After he assumed direction of acci- 
dent prevention activities at the util- 
ity, the following reductions were 
recorded: lost time accidents, 82 per 
cent; days lost, 49 per cent; fatali- 
ties, 100 per cent; responsible auto- 
mobile accidents, 91 per cent. Dur- 
ing his 40-year accident prevention 
career, Mr. Godwin has held many 
important posts in national, state 
and local accident prevention groups. 





William D. Eminger, superinten- 
dent of Great Falls generating plants 
of The Montana Power Co., has been 
named superintendent of generation 
for the entire utility. He succeeds 
Ricklef A. Reid, retired. Mr. Emin- 
ger moves to the company’s Butte 
headquarters to take over his new 
position. An electrical engineering 
graduate of Tri-State College, Mr. 
Eminger joined Montana Power in 
1924 as a lineman. 


April, 1958 


With the appointment of M. B. 
Penn, Alabama Power Co., as chair- 
man of the BLBS Bureau Rural Ser- 
vice Committee, the Bureau has com- 
pleted a reorganization plan which 
was started over a year ago. 


The “management team” of the 
Better Light Better Sight Bureau, 
now complete, includes a seven-man 
Executive Committee and a Cabinet 
of five chairmen of standing commit- 
tees. 


The Executive Committee is headed 
by Walter C. McKie, general sales 
manager, Rochester Gas and Electric 
Corp. and chairman of BLBS, and in- 
cludes J. T. Coatsworth, EEI; J. C. 
Forbes, General Electric Co.; T. O. 
McQuiston, Metropolitan Edison Co.; 
G. Morse, Sylvania Electric Prod- 
ucts Inc.; H. E. Plishker, Westing- 
house Electric Corp., and H. A. 
Stroud, Monongahela Power Co. 

Committee chairmen are: P. M. 
Alden, Philadelphia Electric Co., 
College and University Service Com- 
mittee; C. D. Hollister, Niagara Mo- 
hawk Power Corp., Communications 
Committee; R. J. Miller, The Cleve- 
land Electric Illuminating Co., School 
Service Committee; M. B. Penn, Rural 
Service Committee, and W. A. Stan- 
nard, Consumers Power Co., Light- 
ing Information .Committee. 


Stanley O. Blois, industrial power 
engineer, was appointed director of 
commercial sales, and Robert L. 
Sawyier, East Bay division commer- 
cial lighting field supervisor, was 
appointed chief illuminating engi- 
neer, commercial sales department, 
Pacific Gas and Electric Co. 





Groups, Committees, Allies Commended 
(Continued from page 118) 


that we have at the Edison Electric 
Institute would be a grave error. In 
the time that I have been associated 
with Jim Coatsworth and the men and 
women who are associated with him, 
I have become aware of the fact that 
it is a very trying job to please every- 
one all of the time. However, I can 
assure you, from my personal experi- 
ence and observation, that this group 
is a very sincere and hard-working 
staff. They deserve your respect and 
admiration. 

Your staff, your chairmen, or your 
committees do not run your activities. 


They merely interpret what you want 
done. It is their job to plan and ex- 
ecute the plan. But the best plan is 
worth nothing if you do not sup- 
port it. 

This year we have a favorable EEI 
policy—we will have a dynamic plan 
to assume national leadership to sell 
electricity—it can be a tremendous 
asset to your sales effort providing 
every member resolves to contribute 
to the effort. I predict that all of your 
companies will give their enthusiastic 
endorsement that will help to “Make 
Sales Great in ’58.” 


, 1958 
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OFFICERS 
eee PB a 5.600040 856r00ssononscevsanawes Union Electric Co., St. Louis, Mo. 
Be Bn GU, FOP FO oi ccccicssvcesonnisecsase The Montana Power Co., Butte, Mont. 
EDWIN VENNARD, Vice President and Managing Director...420 Lexington Ave., New York, N. Y. 
H. S. Sutton, Treasurer........0.- -Consolidated Edison Co. of New York, Inc., New York, N. Y. 


A. B. Morcan, Secretary and Assistant Managing Director... .420 Lexington Ave., New York, N. Y. 


BOARD OF DIRECTORS 
(Terms expiring 1958) 


Se cient cs ireiaaediiddasaktaaee Central Power and Light Co., Corpus Christi, Texas 
i a ccernsachanbétossese anne Rochester Gas and Electric Corp., Rochester, N. Y. 
i ek RNR. 6 i040 edcnnsdeessceneenee Cambridge Electric Light Co., Cambridge, Mass. 
Cl, i SL. cccecvedacedesce Consolidated Edison Co. of New York, Inc., New York, N. Y. 
i re earner ry Potomac Electric Power Co., Washington, D. C. 
et ss cd nis Kadi abana sean ke Pacific Gas and Electric Co., San Francisco, Calif. 
ain atkins nde rhein wamaenen Iowa Power and Light Co., Des Moines, Iowa 
ET Tr ee The Cleveland Electric Illuminating Co., Cleveland, Ohio 
I ie iat Dae ly a kien Public Service Electric and Gas Co., Newark, N. J. 
i dn censuntwansas oeeeeeed Central Illinois Public Service Co., Springfield, Ill. 
le he cincckededeenne ies anewemen Pennsylvania Power & Light Co., Allentown, Pa. 
Be Be, IR cscs no teersenns is st aan Indianapolis Power & Light Co., Indianapolis, Ind. 
i ND i006 6s hinkbaebnehamen wen The Washington Water Power Co., Spokane, Wash. 
SEED HEE 66.000 scscccscsecee American Gas and Electric Service Corp., New York, N. Y. 
(Terms expiring 1959) 
eee Western Massachusetts Electric Co., Greenfield, Mass. 
sc dt wtin g sda odes awed Delaware Power & Light Co., Wilmington, Del. 
Ee Wisconsin Power and Light Co., Madison, Wis. 
ics. 6bseknercaaedsessasrearens Northern States Power Co., Minneapolis, Minn. 
es scan eee eemrmeewen eee Jersey Central Power & Light Co., Asbury Park, N. J. 
cca cabased sibks dedeee kee epee ‘,...The Detroit Edison Co., Detroit, Mich. 
i Pi atnahiwisdsesnedendsnswsennsaas Public Service Co. of Colorado, Denver, Colo. 
I ccccecddasaghasaaieasen de Niagara Mohawk Power Corp., Syracuse, N. Y. 
OR IE Eee ey The Empire District Electric Co., Joplin, Mo. 
SG nT ee Pere re ee West Penn Power Co., Greensburg, Pa. 
es cee cenkndeheee koee hed ee sadmnee Philadelphia Electric Co., Philadelphia, Pa. 
i Be Rh eit beter eae nehaseensedden ead Arkansas Power & Light Co., Little Rock, Ark. 
sk i bnixsn ese eeideneneisendeeteneaeanmeel Ohio Edison Co., Akron, Ohio 
ee ok cnknkesadeaeseeedinnenwenn Southwestern Gas and Electric Co., Shreveport, La. 
EY hg rdieibwn dadenisanaduide wanna Virginia Electric and Power Co., Richmond, Va. 
(Terms expiring 1960) 
TGs MR ei een oe eceawwecesaened ae The Cincinnati Gas & Electric Co., Cincinnati, Ohio 
ie cccccnndhédhegedemnGenndsee The United Illuminating Co., New Haven, Conn. 
EE ee Ceram een mere NER Duke Power Co., Charlotte, N. C. 
RET OE errr Southern California Edison Co., Los Angeles, Calif. 
ee ccd. 1isncbscenbins ccccubanes Portland General Electric Co., Portland, Ore. 
a i is in ached tains cepa Sci New Orleans Public Service, Inc., New Orleans, La. 
a i aes a ia aa te biden Commonwealth Edison Co., Chicago, Ill. 
I a i alia al AS a taal’ wk Interstate Power Co., Dubuque, Iowa 
A 6 dtc ch gids tomb heh pba ach mil Arizona Public Service Co., Phoenix, Ariz. 
se ie hind ni aa eed een alec amen eek eae Texas Power & Light Co., Dallas, Texas 
i, es voce taeewemasanesaadewed Savannah Electric and Power Co., Savannah, Ga. 
hs IC A 4.45.50 000606 s6e+esns ce eteasennNeenne Georgia Power Co., Atlanta, Ga. 
Sr re Tee Public Service Co. of New Hampshire, Manchester, N. H. 
le a cc ncanchacdwandebeeses Wisconsin Electric Power Co., Milwaukee, Wis. 
De EE SE icnnnvanderneciaewen hae Baltimore Gas and Electric Co., Baltimore, Md. 


Executive Committee 


C. B. Delafield, R. R. Dunn, A.8. King, E. L. Lindseth, C. E. Oakes, R. G. Rincliffe 
K. M. Robinson, W. H. Sammis, G. W. Van Derzee 
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ADVISORY COMMITTEE 1957-1958 


Virginia Electric and Power Co. 
The Hartford Electric Light Co. 
Pacific Gas and Electric Co. 


The Southern Co 


The Detroit Edison Co. 
Baltimore Gas and Electric Co. 
Boston Edison Co. 

Middle South Utilities, Inc. 
Duquesne Light Co. 

Utah Power & Light Co. 
Consumers Power Co. 

Texas Utilities Co. 


Pacific Power & Light Co, 

New England Electric System 

W. C. Mutvenpore....Southern California Edison Co, 
Grover C, NEFF Wisconsin Power and Light Co, 
J. S. Osporng Central & South West Corp, | 
PuHitip SPoRN American Gas and Electric Co. 
L. V. Sutton Carolina Power & Light Co, 
FRANK M. Tait The Dayton Power and Light Co. 
J. B. THomas Texas Electric Service Co, 
E. S. THompson....The West Penn Electric Co. (Inc.) 
ALLEN Van Wyck Illinois Power Co, 


CHAIRMEN OF EDISON ELECTRIC INSTITUTE COMMITTEES (1957-1958) 


ACCOUNTING 
Accounting Division Executive, J. D. ELLIoTT 
Coordinator of Customer Activities Group, C. J. BERNER 


The Detroit Edison Co., Detroit, Mich. 
Wisconsin Electric Power Co., Milwaukee, Wis. 


Customera Accounting, M. F. YOUNG..........2+ee0e meena The Connecticut Light & Power Co., Hartford, Conn. 


Customer Collections, J. E. HEvRON 
Customer Relations, H. R. Potts 
Coordinator of General Activities Group, P. R. LAwson 
Depreciation Accounting, O. E. SMITH 
General Accounting, G. F. JONES 
Internal Auditing, R. B. Tritton 


New Orleans Public Service Inc., New Orleans, La. 


Columbus and Southern Ohio Electric Co., Columbus, Ohio 


Pennsylvania Electric Co., Johnstown, Pa. 
Baltimore Gas and Electric Co., Baltimore, Md. 
Potomac Electric Power Co., Washington, D, C. 


The Cleveland Electric Illuminating Co., Cleveland, Ohio 


Plant Accounting and Property Records, G. A. BROwNMILLER.... The Connecticut Light & Power Co., Hartford, Conn. 


Taxation Accounting, C. E. York 

Coordinator of Special Activities Group, C. T. Dwicut 
Accounting Development Service, A. H. KERN 
Accounting Employee Relations, J. J. LEARY 
Application of Accounting Principles, V. A. Kos 


Electronic Accounting Machine Developments, R. W. Britt 


Uniform System of Accounts, R. G. SCHNEIDER 


COMMERCIAL 

Commercial Division Executive, T. O. McQuiston 
Commercial Sales Group, H. R. JonzEs 

Farm Group, M. O. WHITHED 

Industrial Power &§ Heating Group, F. E. Wiatt 
Residential Group, Ropert L. Cor..... 

Special Services Group, B. L. PALM 


ENGINEERING 


The Cincinnati Gas & Electric Ca., Cincinnati, Ohio 
The Hartford Electric Light Co., Hartford, Conn. 
Alabama Power Co., Birmingham, Ala. 

Boston Edison Co., Boston, Mass. 

Commonwealth Edison Co., Chicago, II. 

Wisconsin Electric Power Co., Milwaukee, Wis. 
Virginia Electric and Power Co., Richmond, Va. 


Metropolitan Edison Co., Reading, Pa. 


pegeesiaketeenneeened West Penn Power Co., Greensburg, Pa. 


Atlantic City Electric Co., Atlantic City, N. J. 
The Cincinnati Gas & Electric Co., Cincinnati, Ohio 
Union Electric Co., St. Louis, Mo. 

Central Illinois Public Service Co., Springfield, Ill. 


Engineering & Operating Division Executive, C. W. FRANKLIN. ..Consolidated Edison Co. of N. Y., Inc., New York, N. Y. 


Electrical System &° Equipment, H. E. DEARDORFF 
Hydraulic Power, E. S. HARRISON 

Meter & Service, FLoyp SALMON 

Prime Movers, V. L. STONE 

Transmission & Distribution, W. M. PENNEY 


GENERAL 
General Division Executive, J. E. CoreTTE 


The Dayton Power and Light Co., Dayton, Ohio 
Georgia Power Co., Atlanta, Ga. 

Central Power and Light Co., Corpus Christi, Texas 
Commonwealth Edison Co., Chicago, Ill. 

Union Electric Co., St. Louis, Mo. 


The Montana Power Co., Butte, Mont. 


Accident Prevention, 1. R. DOHR............eeeeeeeees (icsiaegdsbesseaasene Consumers Power Co., Jackson, Mich. 


Area Development, S. F. McGowan 


Northern States Power Co., Minneapolis, Minn. 


Btomic Power, E. L. LAWBGRTH.....ccccccccccccccccce ..»The Cleveland Electric Illuminating Co., Cleveland, Ohio 


Awards, M. C. ALBRITTAIN 
Electric Power Survey, ARTHER S. GRISWOLD 
Financing & Investor Relations, L. E. REYNOLDS 


Baltimore Gas and Electric Co., Baltimore, Md. 
The Detroit Edison Co., Detroit, Mich. 
The Connecticut Light & Power Co., Hartford, Conn. 


I, Ns os ccinsicinwescedneceesseeeeseetenes Pennsylvania Power & Light Co., Allentown, Pa. 


Insurance, D. E. WILLIAMS 

Legal, J. M. KEEcan 

Membership, E. S. THompson 
Purchasing and Stores, T. S. DUNSTAN 


The Cleveland Electric Illuminating Co., Cleveland, Ohio 
. Consolidated Edison Co. of New York, Inc., New York, N. Y. 


The West Penn Electric Co. (Inc.), New York, N. Y. 


Consolidated Edison Co. of New York, Inc., New York, N. Y. 


Rate Research, L. W. FRANK........ccceeeeceseeees take ekaee Western Massachusetts Electric Co., Springfield, Mass. 


Regulation, C. E. KoHLHEPP 
Research Projects, E. H. SNypgr.. 
Statistical, A. E. Busu 

Tax Policy, C. B. McManus 


Technical Assistance for Overseas Visitors, HARVEY BUMGARDNER 
The Cleveland Electric Illuminating Co., Cleveland, Ohio 


Transportation, R. E. HAMEL.. 





New Jersey Power & Light Co., Denville, N. J. 
Public Service Electric and Gas Co., Newark, N. J. 
The Detroit Edison Co., Detroit, Mich. 

The Southern Co., Atlanta, Ga. 

The Detroit Edison Co., Detroit, Mich. 
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